





In Open Setter to 


ASD 


© The writer has been engaged in the manufacture of quality electric tools 
for over thirty years and during this time has watched with considerable 
interest the growth of our company and that of the electric tool industry. 

Quite a number of years ago, recognizing the value of the services 
performed by distributors and visualizing the difficulty of reaching the 
available markets without their assistance, a very definite distributor policy 
was adopted. This policy has materially aided the successful growth of our 
company and is now one of our greatest assets. 

We are happy in the thought that no condition has presented itself 
which has caused us to deviate from the policy which we have fought to 
maintain. 

A large number of distributors are familiar with the U. S. Policy which 
provides for Selective Distribution of our product through recognized resale 
channels with prices which meet competition and discounts which assure 
our distributors their fair margin of profit. 


We are sincerely appreciative of the splendid co-operation we have 
received from U. S. Distributors and in return you have the assurance of 
the permanence of our Distributor Policy and our continued efforts to 
render every possible assistance for the protection of our distributors. 


Very truly yours, 








Our Thanksgiving ‘Proclamation! 


NE of the many, many things for which we are thankful this year 
is the fact that the NRA CODE of The Pipe Tool Manufac- 
turing Industry has now been signed . . . applying to hand tools. 


The following NFAIR TRADE PRACTICES are forbidden: 


Trade-in Allowances on used hand tools. 
Prizes, Premiums or Bonuses. 
False or Incomplete Invoices. 
Unbranded Merchandise. 
Catalog Allowances. (a > 
us 

Consigned Stocks. Nianes 
Special “Terms”. 


Secret Rebates. 


We have always believed that GOOD business is CLEAN business . . . and have so 
conducted our affairs during the past 35 years that only minor revisions in our pol- 


icies are necessary to fully conform to this Code. These revisions, where necessary, 
have been made. 


As American Citizens . . . each vitally interested in the full recovery of business pros- 


perity .. . we hope ‘hat you will not give your approval to any of the above “unfair 
trade practices’. 





a complete line of exceptionally good pipe tools 


THE BORDEN COMPANY .. . 293 DANA AVENUE... WARREN, OHIO 
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Now is the time to 





EPRESSION has set the stage for the Group Drive Idea. 

Manufacturers who paid scant attention to power costs six 
years ago are striving today to cut every item in the cost of manu- 
facturing. Our advertising is making executives receptive to intelli- 
gent presentations of the Group Drive Idea. This is your opportunity. 
Base your presentation on the Red Book. Sell the idea—and 
equipment sales will follow. You now have two markets instead 
of one. First, a wide acceptance of the necessity of modernizing 
old-fashioned high-cost transmission systems; second, a fast-growing 
acceptance of Modern Group Drive for new machinery installations 
because of larger, more efficient motors and savings in investment, 
maintenance and power costs. 
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WORK-IS A SOURCE OF PROFIT IN MANY PLANTS... | es 





“OUR POWER COSTS ARE TOO HIGH FOR OUR 
PRESENT PRODUCTION. WHAT CAN WE DO?” 











r { YODAY as never before industry is ques. 

tioning power costs. A leading authority 
estimates that the manufacturing industry can 
save enough by cutting power costs to double 
1933 dividends of the entire industry.* 

What is your company's share of that poten- 
tial saving—a saving estimated at three-quarters 
of a billion dollars? How long will you allow the 
question to go unanswered in your plant? Power 
dollars saved are profit dollars earned. Unless 
the best way of getting the power to the work has 
been determined and adopted throughout your 
plant—by machines and by departments—you 
are letting profit dollars slip through your fingers. 
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The best way of getting the power to the work 
may mean Unit Drive (individual motors). It may 
mean Modern Group Drive (one large motor for 
a group of machines). It will mean in most plants 
a combination of Unit Drive and Group Drive. 

Unit Drive with smaller high-cost motors is 
clearly indicated for many machines and de- 
partments in spite of higher investment, main- 
tenance and power costs. But where conditions 
permit grouping of machines with each group 
powered by a larger, more efficient motor, 
Modern Group Drive not only offers definite 
advantages but substantial savings in first 


cost, maintenance cost and power cost. Such 


conditions obtain and such savings are possible 
in the great majority of manufacturing plants 
—your plant probably. 

The question boils down to the correct use 
and application of motor power (see graphs at 
right.) The answer is usually to be found through 
plant study and analysis of production require- 
ments by power and transmission engineers. 

To raise this question and to get the right 
answer is the clear duty. of an executive to his 
stockholders. For power costs today represent by 
far the greatest part of controllable manufactur- 
ing costs. Little can be done about material costs 
and labor rates but power costs can be controlled. 

Investigate the cost-saving and other advan- 
tages of Modern Group Drive before completing 
any modernization, correctional or construction 
plans. Send for and read our Red Book which 
will give you in simple graphs and layman's lan- 
guage “A practical analysis of some fundamen- 
tals of Industrial Power Transmission.” Write 
for it today. 


POWER TRANSMISSION COUNCIL 
(Sponsored by Mech i Power E: Associates) 
An association of producers and distributors 
of power, power units and mechanical equip- 
ment for the transmission of power. 


370 LEXINGTON AVENUE, NEW YORK 





Power Transmission Clubs have been organized 
in key industrial cities to render constructive 
service to customers. Their number is growing. 
Members are qualified to render constructive 
service as a result of study of supplied case 
information as well as local plant problems. 


For example, consider the price of horsepower. 
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Then consider how the use of small motors 
affects your total horsepower investment. 
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New see how much horsepower you actually 
need for a 20-horsepower job. 
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regardless of costs and correct application, is on the way out. In spite 
of depressed business, some manufacturers have already replaced 
misapplied Unit Drives with Modern Group Drive. Sellers of power 
transmission equipment who help their customers develop the best 
way to get the power to the work are building business, now and 
for the future. Be sure you have a sufficient supply of Red Books, 
Drake Reports and Case Studies. Wire us for what you need. 


POWER TRANSMISSION COUNCIL 


(Sponsored by Mechanical Power Engineering Associates) 


An association of producers and distributors of power, power 
units and mechanical equipment for the transmission of power. 


370 LEXINGTON AVENUE, NEW YORK 
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Thermoid products are 
engineered with the same 
spirit of achievement that 
has sent our mighty sky- 
scrapers towering into the 
skies. 


Skyscrapers push higher and higher. New 
developments in building are called for. 
Express, high-speed elevators. A new scale 
of pressures. New, firmer foundations. 
Industry grows, extends its scope and 
power. And Thermoid products are developed, 
step by step, as new demands are made upon 
beltings, packings and hose. 


Every single Thermoid product is engineered 
for its task with a complete knowledge of all 
conditions to be encountered. Every Thermoid 
product is supported by extensive field test- 
ing as well as by laboratory research. This is 
the background which makes the Thermoid 
trade-mark now recognized as a guarantee of 
enduring quality. Buy by that quality mark! 


And remember these two facts: The 
Thermoid line carries a worth while 
margin of profit and is backed by a 
liberal jobber policy. 


THERMOID RUBBER CO. 


Factories and Main Offices 


TRENTON, NEW JERSEY 
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AN EXTRA 5% PLEASE 


@ EVER since the beginning of barter and 

exchange, the question of profits has been 
a problem. In the old days when producer 
and consumer met and transacted business 
personally, the former was trying to get as 
much as the traffic would bear, while the 
latter was doing his best to purchase at as 
favorable a price as possible. 


Human nature hasn’t changed a bit. Ques- 
tions of price and profit are still foremost 
in the minds of men. 


Our economic system, it is true, has be- 
come more complicated and with this chang- 
ing condition, the profit system has become 
more involved. 


Today, the producer himself cannot deal 
direct with the ultimate user. Either he 
must depend upon his own direct representa- 
tives to contact and sell the ultimate user or 
he must transfer that responsibility to 
agents or distributors. 


In any event there is no getting around 
the costs of distribution. They must be paid 
for regardless of whether the manufacturer 
elects to perform the function himself or 
depend upon others to do it for him. How 
much performance of the distribution func- 
tion is worth depends upon a number of 
things, among which are included the degree 
of technicality of the line, sales resistance, 
cost of warehousing and handling, rate of 
turnover, amount of money tied up in stock 
and the kind and amount of sales effort 
needed. 


Obviously the more it takes in the way of 
money and services to distribute a line, the 
greater the profit margin must be. 


In the industrial supply business, espe- 
cially, cost of distribution varies with lines. 
A 20% margin may conceivably be adequate 
on one line ahd wholly inadequate on an- 
other. Thus, it becomes apparent that no 
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uniform profit margin can be set which will 
be fair to distributor, manufacturer and 
user alike. 


Just because a distributor’s average over- 
head costs are 20%, doesn’t prove that every 
line handled must show a margin in excess 
of that amount to enable him to make a profit. 
The overhead costs on some lines are obvi- 
ously less than 20%, while on certain others 
it is conceivable that they might be more 
than that percentage. 


Hence, cries of distributors for an extra 
5% on this line or that may or may not be 
justifiable. If they are justifiable, then dis- 
tributors, through their associations, should 
be able to produce the facts to prove each 
case. If they are not justifiable, then all the 
hollering in the world won’t bring results, 
nor should they. 


This question of what it costs to distribute 
by commodity groups is of vital importance 
to every distributor of industrial supplies 
and it’s high time the industry took cog- 
nizance of the fact. 


A step in the right direction has been 
made in the appointment of a cost commit- 
tee by the National Association to study the 
problem. 


Let’s hope this committee will tackle its 
job, which admittedly is one of real propor- 
tions, so that some satisfactory solution can 
be arrived at. 


If and when this industry can produce cost 
facts by commodity groups, we predict that 
it won’t be necessary for distributors to 
“raise the roof” in demanding an extra 5% 
profit on this line or that one. Then distribu- 
tors will know exactly what they must have 
to distribute any commodity profitably and 
manufacturers will either allow them a suffi- 
cient margin or else find themselves in the 
distributing business. 
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BETHLEHEM Hot Forged Nuts are unlike any 
nuts ever made before. They're special-type 
forgings, made by a new, exclusive process, and 
have the toughness and dense grain structure 
that forging gives. The threads take heavy 
wrenching strains and other forms of punish- 
ment impossible for nuts made by ordinary 
methods. 

Dealers in mill supplies are finding numerous 
applications where the strength and toughness 
of Bethlehem Hot Forged Nuts are of value. 
Wherever conditions call for a nut with threads 
that can be depended on to stand up, this is 
decidedly the nut to recommend. 

The hot-forged nut was developed at our 





% 


AK 


P i’, > aX J rae 
Xda es 





x 
iw = a 
by SMM 








v 





Bee , A Berry 
Lebanon, Pa., Plant, a self-contained Bethle- 
hem division, operated by men who know bolt 
and nut manufacture from A to Z. Lebanon 
Plant is devoted entirely to the manufacture of 
bolts and nuts and allied products, and makes 
them in every style and size your customers use. 

Bolts of carbon, alloy or corrosion-resisting 
steel. Bolts for high pressures and temperatures. 
Treated nuts. Oil quenched nuts. Spikes, 
rivets, turnbuckles. And countless other simi- 
lar products. For your service, Bethlehem car- 
ries a stock of all standard commercial items 
at Lebanon Plant. 


Bethlehem Steel Company, Bethlehem, Pa. 


Bethlehem Bolts and Nuts 
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With Which Is Consolidated INDUSTRIAL DIS- 
TRIBUTOR AND SALESMAN And Combined With 
Mill Supply Salesman. Founded by Ernest H. Smith 
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TIMELY COMMENT 


@ WHILE it is a foregone conclusion that under 

NRA as reorganized, freer price competition will 
be favored, there seems to be no thought of immedi- 
ately breaking down price stabilization. Each in- 
dustry will have a voice in determining future de- 
velopments along this line. That should be good 
news to the mill supply industry because it’s a 
fact that distributors have benefitted from the 
price stabilization features of NRA, which have 
reduced price cutting and other unfair practices. 


@ LAST month more than a quarter of a million 

industrial users read the story of modern group 
drive through the advertising campaign sponsored 
by the Power Transmission Council. This month 
a similar number will again be told the story. This 
means more business for distributors. Are you 
getting your share of it? 


@ IN a recent statement, John W. O’Leary, presi- 

dent, Machinery and Allied Products Institute 
touched upon one of the most important phases of 
the recovery problem. He said: 


“The real crux of the recovery problem is in dur- 
able goods. Normally, machinery builders and 
other allied interests hire three times as many 
men as are on the payrolls now and for every addi- 
tional employee in their factories, there is just 
that much more opportunity for the worker on raw 
material, transportation, sales and advertising. 


“Restore some measure of confidence to the man 
who wants to remodel his factory and the investor 
who is willing to finance the bill and there can be 
no doubt that our trend must be gradually but con- 
stantly upward. 


“The durable goods requirements of the United 
States right now are so far behind what we all 
knew as normal in 1930 that, with any kind of 
assurance which would bring direct action, we 
would have enough business to keep our mills and 
workers occupied on a full basis for at least the 
next seven or eight years. At least it will take 





that much time to put the United States back on a 
100% efficient machine foundation.” 


@ THE Product Group Activity, formerly known 
as the Group-by-Industry Activity, sponsored 
by the American Association, is assuming more 
important proportions than ever before. Horace 
Armstrong, who is heading up this activity, is set- 
ting up chairman for each of the established groups 
and efforts are being made to establish other 
groups which are not at this time organized. 


This Product Group Activity has tremendous 
possibilities for improving conditions surrounding 
the distribution of important industrial supply 
commodities. In the past, the biggest handicap 
to progress has been the fact that many of the 
manufacturing groups have not been truly repre- 
sentative of their respective industries. If these 
groups can be developed to the point where they 
are representative, and if manufacturer executives 
of authority can be induced to attend the meet- 
ings, then much can be accomplished working with 
representative distributor committees. 


Last year’s meetings were a distinct improve- 
ment over those of previous years and it is hoped 
that the coming year will see even greater prog- 
ress. Now is not too early to start working on this 
activity and Mr. Armstrong is to be congratulated 
for getting the ball rolling. 


Just one more thought in passing. When the 
next convention program is being worked out, it 
would be a fine thing to give sufficient time to the 
Product Group Activity so that the important busi- 
ness at hand could be properly consummated. 


@ BUSINESS seems to be pointed in the right di- 

rection again after hitting the skids for several 
months. The expected fall upturn was a little later 
in arriving than usual and has not been spectacular, 
but nevertheless business is improving. Most busi- 
ness prognosticators look for a slow, steady rise 
for the next several months. 
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WHERE AND HOW TO SELL 


AULIOULIUOUANEOOQUNLAQUOOASSOLEUULSUOAUSOAAAL UAL 


CLASSIFYING REFRACTORIES 
PROSPECTS 
@ STARTING in on the refrac- 
tories line, the distributor’s 
salesman will do well to classify 
the prospects in his territory as 
soon as possible, and get the re- 
quirements of each individual 
company under each classifica- 
tion. Bricks and cement are 
heavy items. A large steam plant 
or steel foundry uses them by 
the carload each year. So it is 
essential to find out how soon 
these customers’ brick piles are 
going to run down. In each case, 
this may be only once or it may 
be several times a year. 

The carload buyers may then 
be segregated, and in many ter- 
ritories will be found to simmer 
down to a comparatively few 
prospects. Being in the market 
infrequently, and not so much 
regular calling being involved 
with them, it is possible to put 
in more time studying the out- 
side angles in connection with 
them, political and otherwise, 








This is one of the smallest commer- 
cial electric furnaces made. It has 
a@ capacity of about one-half ton. 
The user has standardized on silicon 
carbide brick for the roof and side 
walls, at a base price of over a dol- 
lar apiece. Only a couple of hun- 
dred bricks ordered at a time, but 
they run into money. 





that affect the placing of their 
business. When you do strike, 
therefore, it can be with facts 
and data accumulated at leisure 
and arranged for careful pres- 
entation. 

Carload business can _ also 
come up in connection with the 
installation of a new boiler. A 
small plant that would never or- 
dinarily be in the market for 
more than a few hundred bricks 
at a time for patching, immedi- 
ately becomes a carload prospect 
when it decides to install a new 
boiler. It is a small boiler indeed 
that does not require a carload 
of refractories. 


The second classification is, of 
course, all the other buyers who 
order in less than carload lots. 
In these you will be interested 
if you are a stocking distributor. 
You probably will not be if you 
do not stock because in most 
cases the high freight cost, plus 
crating puts you out of the run- 
ning as against the distributor 
who stocks in your territory. 


In case you do stock, then all 
these small buyers should be put 
in a separate follow-up file or 
book. As fast as possible get 
down exactly what it is that they 
are buying, how much, and at 
what times, and follow as relig- 
iously as you would any other 
item in the general supply line. 


There are some cases, how- 
ever, in which the non-stocking 
distributor has an even break 
with the one who stocks the gen- 
eral lines. There are certain 
very high priced bricks, or those 
infrequently in demand, that are 
not regularly stocked by any 
competitors. These could be 
thrown into a third classification 
and followed accordingly. As an 
example of this class may be 
mentioned what is known as sili- 
con carbide brick. These bricks, 
which have all the appearance 
of an abrasive stone, sell for 
about a dollar apiece. Find a 








Are you getting all possible business 


from production work in plants 
turning out machinery for construc- 
tion work? Here is shown an en- 
gine to be mounted on a large 
machine. The distributor can sell 
many parts for these large jobs, in- 
cluding pressure gages, copper tub- 
ing, odd nuts, bolts, washers and 
gaskets. There are also short lengths 
of cable for controls, chain belt, 
valves, fittings, hoists, grease, oil 
and many other items on the fin- 
ished product. 





few customers for these, and 
they will run into real dollar 
volume quickly. 


THE MARKET FOR ROTARY 
HACK SAWS 


@ ROTARY hack saws are used 
for cutting finished round 
holes in steel, sheet metals, cast 
iron, slate, wood, plaster, fibre, 
bakelite and any other material 
which a hacksaw will cut. By 
using abrasives, marble, tile and 
porcelains may also be cut. 

In selling this kind of tool, the 
following industries offer the 
best prospects for business: 
electrical, plumbing, heating, 
automotive, light and power 
companies, railroads, and gen- 
eral industrial plants. In addi- 
tion, it will pay salesmen to keep 
posted on governmental projects, 
city, county and federal, for the 
rotary hacksaw has many appli- 
cations in such work. 

When calling on industrial 
plants, it is important to contact 
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the man in charge of mainte- 
nance, as well as the purchasing 
agent, because changes and ex- 
tensions in electrical systems are 
constantly being made. 

In selling rotary hacksaws, as 
in selling razors, the blade re- 
placement business is the impor- 
tant item. Get your customers 
to use your machine and you will 
be building a profitable repeat 
business on blades. 


LEATHER BELTING FACTS 
THAT HELP SELL 

e LEATHER BELTING is a 

technical commodity, but too 
often that fact is overlooked. 
Quite frequently the buyer 
thinks “a belt is a belt,” and 
buys on price alone. 

Belting leather is made from 
the hides of steers. It is com- 
posed of an inner membrane 
which lies next to the flesh, and 
an outer layer of finer fibre in 
which the hair is embedded. Be- 
tween those surfaces are fibres 
attached either to the membrane 
or to the outer fibre and to each 
other, forming a mat or felt of 
fibres of great strength which 
in motion work on each other. 

Leather belts are made any 
width and of nearly any length 
by cementing together a number 
of different pieces. Likewise, 
they are made single and double 
thick. The average thickness of 
single-thick belting is 3/16 inch, 
and the average breaking 
strength per inch of width is 675 
pounds in the body or solid leath- 
er, 362 pounds at the rivet holes 
of splices, and 210 pounds at the 
lacing holes. 

The safe working tension of 
single belts is assumed to be 45 
pounds per inch of width, which 
is equal to a velocity of about 60 
square-feet per minute per 
horse-power. The transmitting 
power of a double belt is to that 
of a single belt, as 10 is to 7. 
The strongest part of belt leath- 
er is near the flesh side, about 
one-eighth the way through 
from that side. Therefore, it is 
desirable to run the grain (hair) 
side on the pulley, in order that 
the strongest part of the belt 
may be subject to the least wear. 
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Furthermore, the flesh side will 
stand more crimping and 
stretching, thereby less liable to 
crack when old. The contact of 
the belt with the pulley is 
formed by the elastic cushion of 
the natural grain. Leather belts 
run with the grain side to the 
pulley will drive 30% more than 
if run with the flesh side. 

The average stretch of leather 
belting under normal working 
strain is 6% and at the breaking 
point in a new belt about 12%. 
The width of belt needed for a 
given purpose depends on three 
conditions: 1. The tension of the 
belt, 2. The size of the smaller 
pulley and the proportion of the 
surface touched by the belt or 
the are of contact, and 3. The 
speed of the belt. The working 
adherence of a belt to the pulley 
is in proportion both to the num- 
ber of square inches of belt con- 
tact with the surface of the pul- 
ley, and to the arc of the circum- 
ference of the pulley touched by 
the belt. 

The motion of driving should 
run with, not against, the laps 
of the belt. The strength of the 
cemented laps or splices in belts 
generally is governed by the 
width; for belts 1 to 2 inches in 
width, the lap should not be less 
than 314 inches, and for belts 
up to 88 inches wide not less 
than 4 inches of lap. The lap in 
wider belts usually is made as 
long as the belt is wide up to a 
width of 18 inches. All widths of 
belt above 18 inches have a lap 


of 12 to 18 inches as minimum 
and maximum. 

Double belts should not be run 
on pulleys less than 6 inches in 
diameter, nor triple belts on pul- 
leys less than 20 inches in di- 
ameter. 

Sometimes it is desirable to 
compute the length of belting 
when closely rolled. The sum of 
the diameters of the roll and the 
“eye” (center opening) in inches, 
multiplied by the number of 
turns made by the belt, and that 
product multiplied by 0.1309 will 
give the approximate length of 
the belt in feet. 

On the care of belts, leather 
belting should be pliable but not 
too soft and flabby. New belting 
leather at first appears some- 
what hard and stiff, but after 
running for some time it be- 
comes pliable, especially after 
the stretch has been taken out 
of it. Then it is at its best in re- 
gard to frictional adherence on 
the pulley. As the belt grows 
older in usage it begins to slip, 
and then the operator applies 
various materials to overcome 
slippage. Belt slippage occurs 
most frequently in old belts sat- 
urated with machine oil and dirt. 
The proper remedy is seldem fol- 
lowed, seemingly it being much 
easier to add to the saturation 
by applying more grease and 
rosin. 

In order to prevent the slip- 
ping of old, dirty belts, it is es- 
sential that they be cleaned 
before applying a suitable dress- 





Foundries, automobile manufacturers, airplane factories, boat and ship 
builders and furniture manufacturers are large users of clamps. Here clamps 
are holding flasks in the foundry of a stove manufacturing plant. 
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A new set of teeth was made for this gear for $50. A new gear would have 
cost $600.00. 


ing. Any leather belt may be 
cleaned with 3 parts of mineral 
spirit and 1 part of turpentine, 
using a stiff brush to loosen the 
dirt and grease which then may 
be scraped off with a blunt knife. 
This must be repeated with solv- 
ent and much scraping until the 
belt becomes clean and ready to 
absorb the belt dressing. 

Understanding of some of the 
fundamentals of leather belting 
will aid salesmen in selling, par- 
ticularly in combatting that 
ever present bugaboo, price com- 
petition. 


CHECK THIS IMPORTANT 
WELDING MARKET 


e THERE is perhaps no single 

damage that is of such fre- 
quent occurrence to machinery 
in general as the breakage of 
gear teeth. While the damage in 
itself may be small, it is often 
considered necessary to replace 
the entire gear in order to assure 
perfect coordination of the ma- 
chinery. It is certainly no ex- 
aggeration to say that the an- 
nual bill for such replacements, 
amounting to many thousands of 
dollars, could be enormously re- 
duced, if every plant superinten- 
dent realized just what could be 
accomplished by the use of the 
oxy -acetylene bronze - welding 
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process. This is a sales tip 
which distributors’ salesmen can 
put to profitable use. 

In addition to the matter of 
economy, the properties of an 
all-purpose bronze welding rod 
make it particularly suitable for 
such repairs. In the first place, 
this rod is extremely wear-re- 
sistant, much more so than any 
of the ordinary materials used 
for gearcastings. Gear teeth that 
have been repaired or built up 
with bronze welding rods, there- 
fore, will give a much longer life 
than ordinarily. Secondly, when 
welding with this rod, it is not 
essential to preheat the entire 
casting, so that it is often unnec- 
essary to dismantle the machin- 
ery of which the gear is a part. 
With proper care, the welding 
can be done so efficiently that no 
machining is subsequently nec- 
essary. 

The accompanying illustration 
is of a gear 3 feet in diameter 
with 45 large teeth about 114 x 
3 x 4 inches. A number of the 
teeth on this gear were badly 
chipped and all of them showed 
great signs of wear. The rebuild- 
ing of all the teeth on this gear 
was done for less than $50.00, 
with a total welding time of 16 
hours. The cost of a new gear 
would have been about $600.00 
and taking into consideration 


the time saved by making the 
repair in this way, the saving to 
the company was considerably in 
excess of this amount. 

This is only one example of 
similar repairs being made con- 
stantly in plants all over the 
country. The efficiency of oxy- 
acetylene bronze-welded repairs 
has been repeatedly demon- 
strated, and. therefore offers 
salesmen strong selling argu- 
ments for the adoption of the 
method in plants throughout the 
country. 


WHERE TO SELL FLEXIBLE 
SHAFT MACHINES 


@ ONE does not have to go 
very far to find a potential 
prospect for the flexible shaft 
machine. Almost every indus- 
trial plant has some department 
where one of these machines, 
with one or two of the great as- 
sortment of adaptable tools 
available, fits into the picture. 
Aside from the ordinary rou- 
tine tasks of drilling, grinding, 
buffing, polishing, reaming, 
screw driving and nut setting, 
special applications of these ma- 
chines should not be lost sight of 
by salesmen. (Turn to page 74) 





Slaughter-house barber using a flex- 
ible shaft machine suspended from 
an overhead trolley rail with spe- 
cially designed “electric razor” for 
giving the pigs a close shave. 
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WHAT SALESMEN MUST 
TELL US TO SELL US 


By J. H. DEELEY 
Chief Engineer 


’ 


@ WE keep a very complete 

file of modern supplies ma- 
chinery and materials handling 
equipment. Usually, we have a 
record of any new development 
before the salesman who handles 
it comes to see us and frequently 
we have already analyzed the 
cost in relation to the savings to 
be expected. 

While our business is such 
that we may be interested at one 
time or another in almost any 
item an industrial supply house 
sells, we are likely to be good 
prospects only for the salesman 
who can tell us more about the 
various products in his line than 
we already know, their qualifi- 
cations and their limitations, in 
relation to the comparative qual- 
ities of competing products. 

In cases where our plant or 
processes are peculiar, we are 
interested, naturally, in what 
will best solve our own problems, 
rather than in practices or 
equipment unadapted to them, 
however satisfactory they may 
have proved under entirely dif- 
ferent conditions. 

To be of greatest service, and 
to garner orders as a result, a 
salesman must absorb all the 
knowledge he can of the prob- 
lems and needs of the individual 
prospect qualifying himself to 
give intelligent suggestions. On 
no other basis has he much 
chance of gaining a permanent 
customer, or of even getting an 
order of two for that matter. 
And after all, the test of success- 
ful selling is the volume of the 
customer’s purchases over a 
period of years, not the first 
order. The salesman who is 
more interested in establishing 
a lasting relationship based upon 
genuine service than in landing 
an immediate order is likely to 
win respect and confidence for 
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and 


Kohler Company, Kohler, Wisconsin 


The authors of this article 
have had long experience 
in dealing with salesmen. 
Here they give you the 
benefit of this experience 
in the form of practical 
sales suggestions. 


his house as well as for himself. 

Naturally, it takes time to es- 
tablish such a relationship. A 
salesman can not justifiably ex- 
pect to be consulted on confi- 
dential matters or to have free- 
dom to inspect equipment and 
processes unless and until he is 
known as competent, discreet, 
and a sincere and honest coun- 
sellor. 


When business is at a low ebb, 


. there is a temptation to get an 


0. A. KROOS 
Secretary-Treasurer 


order wherever possible, and the 
larger the better. But in these 
days when many plants are 
over-equipped, a sale which later 
proves to be in excess of the 
customer’s needs may mean the 
loss of future business. For ex- 
ample, if a 7-spindle machine 
will do the work, it would be 
nearly as bad business for the 
salesman to sell a 16-spindle ma- 
chine as for the customer to 
buy it! 

What is the minimum infor- 
mation the salesman _ should 
have regarding the manufac- 
turer’s business before he is in 
a position to be of any service? 
First, he must know all the prod- 
ucts the company makes. In our 
case, for example, we not only 
manufacture enameled plumbing 
fixtures, but (Turn to page 69) 
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Products Major|| Minor 

Ball Bearings * 

Electric Motors 

Chain Belt Drives 

Speed Reducers & Gears 

Léather & Rubber Belting 

Shafting, Hangers & Pulleys 

Bearing Bronze 

Pillow Blocks 

Trolleys & Monorail Parts 

Chain & Electric Hoists 

Trucks & Truck Casters 

Wheelbarrows 

Conveyor Belting | 

Cranes | 

Nails 

Stencils & Supplies 

Box Strapping | 

Hand Trucks 

Drills & Reamers | 
1} 
| 
| 
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Hack & Band Saws & Blades 

Taps and Dies 

Circular Saws | 

Milling and Hobbing Cutters \ 

Key Seating & Grooving Tools || 

Precision Instruments | 
It 
| 
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Brushes 

Saws 

Hammers 

Wrenches 

Vises 

Gages 
| 





Metal Working Machinery 
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Woodworking Machinery 

Air Compressors 

Metal Shop Furniture & Shelving 
Welding Equipment 

Portable Electric Tools 

Pumps 

Sand Blast Equipment | 
Rope, Cordage & Twine 
Canvas, Burlap, Felt 

Steel, Iron and Galvanized Metal 


Valves & Steam Specialties 
Chain and Wire Rope 
Packing 

Hose 

Diaphram Sheets 

Pipe and Fittings 

Acids 

Boiler Compound | 
Soda Ash | 
Paint and Painters’ Supplies 
Waste and Wiping Rags © 
Grease and Lubricating Oils 
Cutting Oils 

Brooms and Brushes 

Cans 

Bolts and Nuts 

Safety Equipment 

Blow Torches and Furnaces 
Safety Switches 

Picks and Shovels 

Ladders and Scaffolding 

Fire Prevention Equipment 


INDUSTRIAL SUPPLIES THAT KOHLER BUYS 


Products | Major|| Minor 





Plates, Bars, Rods 
































A PRACTICAL SYSTEM FOR 


ANALYZ 














G SALES 


How Tayler, Spotswood and Company, San Francisco 
distributor, maintains an accurate picture of accounts 


@ A PRACTICAL system for 

recording sales information, 
worked out by H. M. Tayler, 
vice-president and general man- 
ager, is being used with success 
by the Tayler, Spotswood and 
Company, San Francisco dis- 
tributor. The cards used in 
connection with this system, 
samples of which are shown on 
this and the following page, are 
filed in racks and are available 
to the salesmen as well as the 
management. 

There is a card for each cus- 


tomer and the complete picture 
of the account is shown over a 


in its territory 


period of years, together with 
essential data as to potential 
buying power, the company’s 
sales quota with regard to the 
customer and a record of past 
quotas. 


It is possible to see at a glance 
the condition of the customer’s 
account, and by a system of sig- 
nals on the cards they are 
brought to the attention of the 
executive at certain times and 
for specific reasons. 

A card carrying a purple sig- 
nal indicates that the account is 
in a satisfactory condition. A 
red signal indicates that some- 



























































sanan rasa, roce | SOT, | OUR SIEM) Beene at Grane 

SALES YEAR 1930 __ | 12,000.00 3500.00 | 1931 1933 1935_ 

MONTH 1931 1932 1933 1934 1935 1936 1937 

“JAN. ——-30000.-—S «27500: 5000.-Ss«15000 
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TOTAL  493375| 200000 14400 8=©=©=©6| =| | | 
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This card record gives a quick picture as to how the account’s sales are 
stacking up. 


thing is wrong. Green indicates 
that under present conditions 
and sales policy the account is 
one that the company doves not 
care much about. It is too small, 
too slow pay or there is some 
other adverse condition. 

Yellow constitutes a double 
danger signal and shows that 
the account has not been sold 
in a year. 

The position of the signals as 
well as the color has a signifi- 
cance to those who are following 
the accounts. As they lie in the 
rack, with the various colored 
signals showing, to one long fa- 
miliar with the system, as Mr. 
Tayler is, the very “complexion” 
of the general color scheme rep- 
resented by the array of signals 
tells a lot as to the condition of 
sales generally throughout a 
long list of accounts. 


The form of customer’s data 
card for the general file is shown 
on the next page. On one side 
of the card there is a complete 
list of commodities and com- 
modity groups and the salesmen 
are required to check off those 
commodities that the customer 
uses in either large or small 
quantities. On the other side of 
the card appears essential infor- 
mation concerning the account, 
such as company name and ad- 
dress, classification of the plant, 
names of individuals who are 
factors in the purchase or speci- 
fication of industrial supplies, to- 
gether with other data which 
may be helpful in securing busi- 
ness. 

There are always some cus- 
tomers who are slipping and the 
cards shown on this page indi- 
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cate which ones they are. Mr. 
Tayler finds that it is good sales 
strategy to arrange these unsat- 
isfactory accounts periodically 
into groups requiring some cer- 
tain commodity and then make 
a special drive on this commod- 
ity to the group. For instance, 
it was found that a considerable 
group had use for smithing coal 
and a drive on that particular 
product was instituted, with the 
result that from a normal vol- 
ume of say 20 tons annually, 
sales were jumped up to as high 
as 5,000 tons in a single year. 
This special drive was carried 
on quite largely through direct- 
mail efforts, accompanied, of 
course, by some specialized ef- 
fort, on the part of the salesmen. 

Certain commodities begin to 
lose their importance in a local- 
ity, for one reason or another. 
When a commodity has slipped 
to the extent that a close-out is 
determined upon, it is put on a 
close-out sheet of a different 
color from any of the other price 
sheets. Mr. Tayler then sees to 
it that this close-out sheet is put 
in the salesmen’s catalogs at a 
point right opposite the descrip- 
tion of the commodity. He has 
found out from experience that 
when these close-outs are put to- 
gether on a special sheet they 
have a way of getting side- 
tracked in the salesmen’s pock- 
ets, where it is easy to forget 
them in talking to customers 
who may be in the market. By 
putting them in the catalog in 
this way, they are constantly 
being brought to the salesmen’s 
attention as they run through 
their book. 

In short, Mr. Tayler is tak- 
ing no chances on poor memo- 
ries. With lines that are being 
closed out it is often easier for 
a salesman to forget to push them 
than to remember. By having 
close-out sheets placed in a prom- 
inent position in the salesmen’s 
catalogs, the excuse, “I forgot 
about our closing out that line,” 
never comes up. 

This system of sales analysis 
is not difficult to install, nor is 
it expensive to operate. It has 
paid for itself many times over 
in making available a complete, 
accurate sales picture as regards 
the territory covered. 
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NAME Newman Steel Corp. 





ADDRESS Front Street 





TOWN San Francisco 


DATE 8/15/34 
SALESMAN _ Jones 








BUSINESS CLASSIFICATION _ Stee! Plant 
PRICE “ 





INDIVIDUAL 


PERSONNEL: 


President J- L. Newman 





Manager George Borst 





Buyer_R. M. Brown 





Shop Supt._©. 7. Peterman __ 





Master Mech.__L- M. Novis 


BANKING CONNECTIONS. 


Special Instructions—Information—Remarks 


Peterman and Novis do the specifying in most instances, but Brown has full say on 


where to buy. 


PARTNERSHIP 


REMARKS See on special occasions only 


CORPORATION_ X 

















“ See on special occasions only 
«“ Important 
“ Important 
“ Important 
REMARKS 











This is the form of customer’s data card for the general file. On one side there 

are facts concerning the plant and the men to be contacted while on the reverse 

side is a list of commodities used by the customer together with information 
as to the volume required. 








COMMODITIES USED 


Soft Steel: A ee Eee Blacksmith Supplies. ... 
MDA tn Sn nay cece cd PNG ipa dind-seieeuoume sen Horseshoers “ cto a 
IE sia aigenc dies winters Washers............+.. Smithing Coal......... 
Hoops Se Screws: Special items not listed 

Shapes: RINE iiss ae ceinieeeoney write in space below: 
Bar Sikes... cc cecsene Sie liana 9ce-erkoe Heielare 
| ane Allen Safety............ 
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Sheets: MON tesccwreeessn sess 
eee Sheet Metal.......... 

Bik. ....- ++ sees sees NG: saicininnsibna tenia 
ee nee 
| Grinding Wheels....... 


Wire Brush “ 
Hack Saw Blades....... 
Lathe Tool Bits... 0.00 
Porter’s Bolt Clippers. . 
SCHSW CIAMPS. 26.0 c0:c0:0: 
SINE TOON se cc ctcdaces 
Soapstone Crayons..... 
Spring Coters. .. cece 
Taps and Dies.......... 


Cold Rolled Steel: 
Screw Stok...0..0:0 6050 
CO ee ee 
ee 


Stainless Steel: 
Pree Cuttine, o05.606:<0 


Re Chain Pipe Wrenches... 

- | ree Welding Rods: 
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NF F0< Sd woes ceaiee Type of Welding: 
Molliow Drill........00¢ Equipment........... SYMBOLS 
PEE ccctcasases <s:eeveseewecveteeesons Large Volume y¥ ¥V 
Gata Haseewenines snaeioandesewrseneenies Small “ Vv 
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E. C. Blackstone's Sugges- 
tions to Salesmen 


1. KNOWLEDGE: Fathom your 
business; use the depth of your knowl- 
edge to acquaint your customers with 
ways in which your products can im- 
prove their plants. 


2. HONESTY: Don’t imitate your 
prospect’s morals. Be yourself! The 
most important thing in building up 
sales is to command the respect of the 
men with whom you do business. 


3. DILIGENCE: Call upon every 
prospect in your territory. Never quit 
calling on anyone whose credit is good 
without instruction to do so, regard- 
less of whether you think you can sell 
him or not. 


4. INITIATIVE: Go after new busi- 
ness promptly. Getting an early start 
ahead of your competitors is 90% of 
the job. Remember that no salesman 
can last without a constant flow of 
new business. Many old customers 
for various reasons pass out and un- 
less there are new ones to take their 
place, business grows smaller con- 
stantly. 


5. SYSTEM: Keep various catalogs 
and information in a systematic man- 
ner. Nothing bears the earmarks of 
inefficiency and lack of knowledge as 
much as a_ salesman floundering 
around among his catalogs and papers 
attempting to find something which he 
should have been able to locate in- 
stantly. 


6. GENERALLY SPEAKING: Any 
man of intelligence, who will work 
hard and conduct himself properly, 
can sell goods. Whether or not you 
are a college man does not matter. 
Your success depends upon your abil- 
ity to use the knowledge you have and 
the extent to which you work. 
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What It Takes To Sell 


"Hard work will get you further than anything 
else in this game of selling industrial supplies, "’ 
said E. C. Blackstone, sales manager, J. E. Dil- 
worth Company, Memphis, in a recent inter- 
view with a representative of MILL SUPPLIES. 
“Knowledge, of course, is essential, but action 
must be an added ingredient if one is to make 
a success of selling’ 


@ WHAT does it take to be a 

successful industrial supply 
salesman? This is the question 
which E. C. Blackstone, sales 
manager and vice-president, J. 
E. Dilworth Company, Memphis, 
Tennessee, answers in this ar- 
ticle. 

Boxed on this page are the 
scintillating, keenly expressed 
conclusions of Mr. Blackstone. 
The practical wisdom and every- 
day words used to convey these 
sales facts are proof that Mr. 
Blackstone is one who has not 
only “worked upward from a 
humble beginning,” but used for 
his working axiom “the great 
end of life is not knowledge, but 
action.” Yet as for “Book Larn- 
in,’ (as the Mississippi hill 
country natives quaintly say, 
and a very familiar expression 
to Mr. Blackstone who was born 
in a little town located in the 
hills of Mississippi) this man 
has it in a B. A. Degree from the 
University of Mississippi. Fur- 
thermore, according to his Mis- 
sissippi friends, he “sets great 
store by it,” but believes it is 
useless without hard work. 

Graduating from college in 
1916, E. C. Blackstone, then a 
very earnest boy of 22, got a job 
selling bonds in New Orleans. 
He had thought of reading law 
but gave up the idea in favor of 
a business career. His bond-sell- 
ing activities were interrupted 
by the war when he spent many 
months as an officer at a train- 
ing camp. Dismissed from the 
service, he went to work for 
Woodward-Wight and Company 


in New Orleans. From a humble 
job in the warehouse, he rose to 
a department head only to leave 
that mill supply company in 
1919 to become sales manager 
for the firm in which he now 
holds an official position. 

Golf figured prominently in 
the observation of the sales 
manager-vice-president’s fifth 
anniversary with Dilworth on 
August 30. Mr. Dilworth ex- 
tended his hearty congratula- 
tions and best wishes to Mr. 
Blackstone as the two played 
golf on the afternoon of the an- 
niversary. According to the re- 
cipient of the felicitations, he 
celebrated by making a very low 
score and playing a beautiful 
game of golf. (According to 
Blackstone’s salesmen, he is a 
man of his word in everything 
except golf.) 

“The NRA has helped our 
business tremendously,” says 
this man whose salesmen cover 
parts of Illinois, Missouri, Ark- 
ansas, Kentucky, Tennessee, 
Mississippi, Alabama and Louis- 
iana. “Now we have a standard 
price and no cutting. Our men 
can spend their time talking 
about the lines they have, in- 
stead of attempting to find out 
the prices their competitors are 
offering. Customers no longer 
wait to get several prices, but 
are more inclined to give their 
order to the man on hand. 

Mr. Blackstone uses a combi- 
nation of personal letters and 
solicitation which he considers 
most effective. 

“We have no general mailing 
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campaigns, but take one indus- 
try at a time (and we have 
102 kinds of industries on our 
books) to mail advertising mat- 
ter. Each communication is fol- 
lowed by a visit from one of our 
salesmen.” 

During the past months, Dil- 
worth Company catalogs have 
been distributed to almost 3,000 
customers. This is the third 
catalog the firm has printed 
since it has been in business and 
is a handsomely bound volume 
gotten up at a cost of almost 
$4.50 each. 

“We are getting some splen- 
did results from these books,” 
states Mr. Blackstone. ‘“Fur- 
thermore, the book gave us an 
opportunity to get our customer 
and prospect list up-to-date. 
Each salesman was instructed 
to put the book in the hands of 
the man doing the buying in 
each mill, and to go through the 
book with him calling his atten- 
tion to items he uses. In return, 
the salesman reports to us on 
the men having the books and 
we keep our mailing list per- 
sonal and up-to-the-minute.” 

This sales manager does not 
believe in specialty salesmen. 

“We haven’t one in our or- 
ganization,” he says very firmly. 
“Each salesman should know 
how to solicit business on every 





Here is the man who caught the “big- 
gest fish that always got away,” while 
vacationing on the coast of Florida. 
He presents a decided contrast to the 
neatly tailored Mr. Blackstone, who is 
to be found at the sales manager’s desk 
at J. E. Dilworth Company, Memphis. 
But whether after orders or fish, Black- 
stone gets them. 
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line. Then, when one industry 
is having a dull period, he has 
several others with which he 
can do business. I tell my men 
to keep talking and pushing 
everything we sell. Our biggest 
problem—handling as many dif- 
ferent items as we do—is how to 
avoid overlooking something. 

“A salesman must know every 
business in his territory and all 
the lines he handles,” he con- 
tinues. “Many lines pass out 
and unless a salesman studies 
the new lines he is soon lost. 
One has to keep up with the pro- 
cession of changing conditions, 
have something new to talk 
about, either a new line or a new 
angle on an old line. The days 
of getting business because one 
is a ‘fine fellow’ are as passé as 
the sail boat. Now, one has to 
know his business.” 

For relaxation from selling 
mill supplies, this “boy from 
Mississippi who made good in 
the city” has the activities of 
the alumni of the University of 
Mississippi, the Phi Delta Theta 
fraternity and the Masonic Or- 
der. However, his most intense 
hobby is his college alumni as- 
sociation, an organization he 
serves as vice-president. 

Yet in the face of his great 
interest in college activities, Mr. 
Blackstone considers a college 
education of no special impor- 
tance in the business field. 

“The above may seem para- 
doxical. I mean it as a general- 
ity,” he explains. “If a graduate 
knows how to use his degree, 
then he will go farther than the 
boy with little educational back- 
ground, but if he gets out of col- 
lege with the idea that he can 
progress upon what he has 
learned without working, then 
he needs to have some sense 
knocked into his foolish head 
or else he will fail. 

“The two things that have 
helped me to make what success 
I have achieved to date have 
been an education that I had to 
work for and my energy.” 

Mr. Blackstone worked his 
way through preparatory school 
as well as through college. It 
was while in college that he got 
the rudiments of business man- 





E. C. Blackstone pulling in the tarpon 
that measured better than six feet long 
and was estimated to weigh 100 pounds. 


agement by attending to the 
financial end of the dining hall. 
When asked what percentage of 
his salesmen were college men 
he was unable to say, in fact he 
was not familiar with the schol- 
astic training of any of his men. 

“As I said before, I attach no 
importance to the diplomas a 
man has or hasn’t, but I judge 
by his willingness to work and 
his ability. Just an innate desire 
to work counts for so very much 
in the business world, it really 
isn’t necessary for this quality 
to be ‘dressed-up’ in social pres- 
tige or college credits.” 

But let’s look back for a mo- 
ment to the things Blackstone 
does ‘“‘to steal a march on” be- 
coming stale on the job. This 
past summer Mr. and Mrs. 
Blackstone went deep sea fishing 
off the coast of Florida. In spite 
of the fact it was Blackstone’s 
first experience at sea fishing he 
returned to the shores of Fort 
Myers, Florida, after his initial 
outing with a fish six-feet long, 
and weighing over a hundred 
pounds. Furthermore, the Fort 
Myers’ papers of the date of the 
catching of this huge fish sub- 
stantiate the fisherman’s tale 
with pictures and headlines tell- 
ing of “Blackstone Catching The 
Largest Fish of the Season.” 

And looking back on his busi- 
ness career since he left college, 
Blackstone (Turn to page 71) 
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CONSIDER EVERY FACTOR 


IN BUILDING GoopD WILL 


@ THE chart on the opposite 
page tabulates graphically 
the best known methods em- 
ployed by distributors to build 
business. On one side of the 
fence it shows those in the dis- 
tributor organization who are 
free to make good will contacts ; 
on the other, those factors in in- 
dustrial plants who influence, in 
some way, the purchase of indus- 
trial supplies and equipment. 

It is inconceivable that a dis- 
tributor could be in business if 
he failed to employ method 2, 
that is, the building of good will 
and sales by personal calls of 
salesmen on purchasing agents 
and operating officials. It is 
probable, also, that few distrib- 
utors fail to promote sales 
through the use of some sort of 
advertising to executives, pur- 
chasing agents and operating of- 
ficials, method 3. But, the mar- 
ginal methods, the top and bot- 
tom, are easy to overlook and 
their omission may account for 
a considerable difference in an- 
nual sales. 

Let us consider first method 1, 
the promotion of sales and good 
will by personal contacts and per- 
sonal letters from distributor 
executives to executives and pur- 
chasing agents of their custom- 
ers. MILL SUPPLIES, in quest of 
the attitude of distributor exec- 
utives on this point, interviewed 
presidents and officials of 78 
houses in all parts of the coun- 
try by mail. 

It is encouraging to note that 
of the 78, 73 stated that they 
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made periodical calls on custom- 
ers and prospects. However, an 
unusually large number of these 
appended the remark that they 
didn’t make as many such con- 
tacts as they would like. These 
men undoubtedly have found 
themselves chained to a desk by 
the myriad of details which 
make up the supply business. 
The importance of this outside 
contact as a means of building 


good will and of doing an efficient ~ 


job of sales management cannot 
be overlooked, however, and the 
executive who makes a fresh de- 
termination to tear himself away 
will find the time well spent. 
As to the value of these con- 
tacts with customers, the dis- 
tributors interviewed placed 
more importance on the building 
of good will than upon the mak- 
ing of actual sales. Taking into 
consideration the duplication 
which results where distributors 
feel that both may be done, those 





who think that good-will is the 
prime purpose of such contacts 
number 71, as against 38 who find 
that actual sales can be made. 
These distributors were asked 
what subjects the buyers of in- 
dustrial supplies were most 
anxious to discuss with the ex- 
ecutives of distributing houses. 
These subjects were rated in the 
following order: the distributor’s 
delivery service, the size of his 
stock, the savings to be made by 
letting the distributor carry the 
stock and special sales service 
offered. Several distributors 
mentioned the importance of im- 
pressing upon buyers the fact 
that only quality lines are han- 
dled, while still others pointed 
out the desirability of discussing 
the consolidation of orders. 
Regardless of the subjects to 
be discussed, however, there is 
little doubt but that the close re- 
lationships which can be estab- 





lished between distributor offi- 
cials and the executives and pur- 
chasing agents of their custom- 
ers will help tremendously in 
building volume. 
@ WHAT has been said regard- 
ing executive contacts applies 
almost equally well to the build- 





Are your truck drivers posted on the following subjects 
so that they are able to discuss them with storekeepers? 


1. When your company was established. 
2. The amount of stock carried. 
3. The experience of executives and sales 


engineers. 


4, The type of emergency service avail- 


able. 


5. The names and a few essential facts 
about your leading lines. 


6. The name and capability of the sales- 
man handling each account. 
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ing of good will by truck drivers. 
A second survey recently com- 
pleted, shows a large majority of 
distributors responding of the 
opinion that their truck drivers 
do much to build good will and 
even, in some isolated cases, are 
successful in bringing in orders. 

William Pike, president, The 
William Pike Company, Detroit, 
reports that his company has a 
driver who is familiar with the 
stock carried and who suggests 
certain products whenever he 
sees an opportunity. 

Carl Channon, Great Lakes 
Supply Company, Chicago, says, 
“Truck drivers are very impor- 
tant and distributors should not 
overlook the fact that delivery 
men supplement salesmen. While 
it is true that salesmen call on 
superintendents and purchasing 
agents, the driver contacts store- 
keepers and receiving clerks. A 
pleasant, courteous driver cre- 
ates a very favorable impression 
on people which may affect the 
standing of his house. On the 
other hand, a surly, ill-mannered 
driver may build up resistance 
which will offset all of the hard 
work done by the salesman. 

“We feel that our drivers are 
just as important as our sales- 
men. They take a good deal of 
pride in bringing in orders from 
some of our smaller customers. 
An intelligent driver soon begins 
to learn the nature of the stock 
and is able to suggest certain 
items to those on whom he calls.” 

It is possible that even these 
distributors and many others 
who have made use of their de- 
livery men to create sales can do 
even more. Certainly, in these 





Distributor executives report 
buyers interested in discuss- 


ing the following subjects with 
them: 


1. Delivery service. 


2. Size and variety of stock 
carried. 


3. Saving to be made by let- 
ting distributor carry the 
stock. 


4. Special sales service avail- 
able. 
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The above chart illustrates the most commonly accepted means of contact between 
distributors and industrial users. It is important that distributors not overlook the 
possibilities for building business which each method offers. 


times when orders are so difficult 
to get, no idea, however weird it 
may seem at first glance, should 
be tossed aside without consider- 
ation. 

Patently, it is not practical to 
assume that drivers can be 
equipped to do a sales job on a 
par with salesmen who give their 
whole time to the task. On the 
other hand, it does seem that 
these men could quite easily be 
furnished with certain . funda- 
mental information which would 
lead to actual sales. 

The results of the surveys are 


revealed here in the hope that 
they may prove an incentive to 
distributors to carefully scruti- 
nize every phase of their sales 
promotion activities and leave no 
stone unturned in their efforts to 
get business. _ 

After all, the more contacts 
made by distributors with indus- 
trial executives and purchasing 
agents, the more intelligent sales 
service offered by all distributors 
and the better service given, the 
better will be the standing of the 
individual distributor and of the 
industry as a whole. 
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@ THE main objective of the 
Joint Merchandising Com- 
mittee program for this year is 
to hammer home to industrial 
consumers the facts proving 
that distributors are their most 
advantageous and_ economical 
source of supply. A series of 
meetings with local purchasing 
agents’ clubs throughout the 
country is being arranged to 
help accomplish this purpose. 

The first two of these meet- 
ings were held in Providence, 
Rhode Island, on October 8 and 
in Springfield, Massachusetts, on 
October 11. 

The meeting with the Purchas- 
ing Agents’ Club of Providence, 
was arranged by G. M. Congdon, 
president, The Congdon and Car- 
penter Company, through the co- 
operation of D. G. Clark, pur- 
chasing agent of the Brown and 
Sharpe Manufacturing Com- 
pany. Mr. Clark is this year’s 
president of the National Asso- 
ciation of Purchasing Agents. 
The meeting was well attended 
by the more important buyers in 
the territory and the JMC mate- 
rial stirred up a real interest on 
the part of buyers as to how dis- 





JMC IS FUNCTIONING 


Joint Merchandising Committee starts new 
campaign to develop greater appreciation 
from industrial buyers on the value of the 


distributor's services 


By WILLIAM E. CAIN 
Executive Secretary, 


Joint Merchandising Committee 


tributors could save them more 
money. As a result of this meet- 
ing, the following letter was re- 
ceived from Mr. Clark: 

“T know that you were a little 
doubtful about the reaction of 
our group to your talk the other 
night, and I thought you might 
be pleased to learn that I have 
had two comments from men 
present which indicated a very 
substantial interest. One of them 
was sufficiently interested to re- 
quest further information about 
the inventory cost figures which 
came from Mr. Parrish of the 
United States Steel Corporation. 

“Your visit here was a real 
pleasure to me, and I hope to 
have the opportunity of seeing 
you many times in the future. 

“I am passing this along so 
that you may not feel that your 
labors were wasted in our Asso- 
ciation.” 

The meeting held in Spring- 
field, Massachusetts, was ar- 
ranged by Richmond Lewis of 
the Charles E. Lewis Supply 
Company. Approximately 40 
buyers representing the largest 
plants in western Massachusetts 
attended and the JMC data pro- 








@® THE JMC will present distribution facts before 

any purchasing agents’ group, in which city 
there are distributor subscribers to the JMC, at no 
expense either to purchasing agents or local dis- 
tributors. Write either Alvin M. Smith, chairman, 
or William E. Cain, executive secretary, Richmond, 
Virginia, to arrange for such a meeting. 








duced a favorable reaction. A 
number of comments were re- 
ceived, indicating that buyers 
do not always recognize the com- 
plete value of distributor service. 

The material presented at 
these purchasing agent meetings 
carries a real “wallop” in point- 
ing out the value of distributor 
service. Every point is based on 
facts and can breed no con- 
troversy with any reasonable 
buyer who is interested in sav- 
ing money on his tool, equipment 
and supply purchases. 

A series of charts covering the 
high points of the JMC data have 
been prepared and made into a 
30-minute presentation. Some of 
the high points covered are as 
follows: 

1. Proof that distributors’ 
selling costs are much lower than 
manufacturers’ direct selling 
costs. A recent survey showed 
the average cost per sales call for 
supply manufacturers selling di- 
rect to run from $4.50 to $18.00 
per call, depending upon the de- 
gree of application and engineer- 
ing service required. The large 
majority of supply manufactur- 
er’s calls cost over $8.00. Dis- 
tributor’s costs per call run from 
$1.00 to $1.50, averaging $1.25. 

2. Proof that distributors save 
consumers considerable money 
by reducing the cost of carrying 
stock to a minimum. It is an 
economic law that stock carrying 
costs cannot be eliminated, but 
they can be reduced to a mini- 
mum when consumers properly 
use the facilities and services of 
industrial distributors. Studies 
made by the Department of Com- 
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merce, United States Steel Cor- 
poration, and others show that 
the average cost of carrying 
stock by consumer plants exceeds 
25% of the inventory value, due 
mainly to obsolescence and de- 
preciation. Detailed case studies 
prepared by MILL SUPPLIES and 
the JMC, from data supplied by 
consuming plants, are presented 
to show the actual cost of slow 
turning stocks and how this cost 
can be reduced by the proper 
use of the distributor’s services. 

8. Proof that distributors do 
not add an extra cost factor in 
the distribution of industrial 
supplies. Distributors extract 
their overhead and profit by ef- 
fecting economies for the manu- 
facturer and consumer. The 
JMC data shows that distribu- 
tors are not “jobbers” or “mid- 
dle men” in the ordinary sense 
of the terms, but are service 
agencies, indispensable to the 
efficient and economical flow of 
tool, equipment and _ supply 
items from producer toconsumer. 

In addition to discussing the 
above angles of the economic 
value of the distributor’s serv- 
ices, the JMC presentation gives 
a graphic picture of the scope of 
the distributor industry and the 
facilities and services provided 
by distributors. It is shown that 
distributors: 

1. Carry an average inventory 
of tools, equipment and sup- 
plies exceeding $90,000.00. 

2. Have a capital investment in 
warehouses, equipment and 
general servicing facilities 
exceeding $100,000,000. 

3. Provide in excess of 41,000,- 
000 square feet of floor space 
for warehousing stocks. 

4. Do an annual volume of busi- 
ness of more than $400,000,- 
000. 

5. Carry an average inventory 
embracing more than 47,000 
items. 

6. Employ a staff of more than 
3,500 trained stock clerks 
having competent knowledge 
of product specifications. 

7. Have approximately 6,000 
trained salesmen. 

8. Maintain a price and product 
data service of real value to 
buyers. (Turn to page 72) 


NOVEMBER, 1934 











Distributors Backing New 
JMC Program 


Abrasive Machine & Supply 


Co. 
Banks-Miller Supply Co. 
Batson Cook Co. 
Beals, McCarthy & Rogers, 
Inc. 
Beckley Hardware & Supply 
Co, 
Blanchard, Fred K., Inc. 
Bond, Charles, Co. 
*Bragg, N. H., & Sons 
Briggs Weaver Machinery 
Co. 
Brown-Roberts Hardware & 
Supply Co. 
Canton Supply Co. 
Capital City Supply Co. 
Carey Machinery & Supply 


0. 

Central Rubber & Supply Co. 

Chase & Cooledge Co. 

Chase Parker Co. 

Chattanooga Belting & Sup- 
ply Co. 

Colcord-Wright Machinery & 

Supply Co. 


*Columbia Supply Co. 


Congdon & Carpenter Co. 


*Crane & Milligan 


Detroit Ball Bearing Co. 
Farquhar Machinery Co. 
Fort Wayne Pipe & Supply 


0. 

Frick-Reid Supply Corpora- 
tion 

Fulton Supply Co. 

Galigher Company 

Gastonia Mill Supply Co. 

Georgia Supply Company 

Hand Hardware Company 

Hanssen’s, Louis, Sons 

Hardware & Supply Co. 

Hayes, E. B., Machinery Co.. 

Hollis & Co. 

Hyman Supply Company 

Indianapolis Machinery & 
Supply Co. 


*Interstate Machinery & Sup- 


ply Co. 
James Supply Company 
Keeler, E., Company 
Klinger-Dills Co. 
Larrabee, John E., Co. 
Leu, Harry P., Inc. 
Lewis, Charles C., Co. 


(*Carry over subscriptions. 


Lewis Supply Company 
Long-Lewis Hardware Com- 


pany 
Machine Tool & Supply Com- 
pany 
Maddock & Company 
Manufacturers’ Supply Co. 
“— -Handley Hardware 
0. 

National Supply Company 
Norvell-Wilder Supply Co. 
*Ohio Ball Bearing Company 
Petter, Henry A., Supply Co. 

Pidgeon-Thomas Iron Co. 

Pierce Hardware Company 

Queen City Supply Company 
*Reichman-Crosby Company 

Roe, William S., Incorporated 

Root Neal & Company 

Ross-Willoughby Co. 

San Antonio Machine & Sup- 

ply Co. 

Satterlee, F. E., Co. 

Sheffield Co. 

Smith-Courtney Company 

Somers, Fitler & Todd Co. 
*Squires-Schilling & Skiff 
*Standard Machinists Supply 


Co. 

Standard - Shannon’ Supply 
Co. 

Strong, Carlisle & Hammond 
Co. 


Superior-Sterling Co. 
Syracuse Supply Co. 
Taylor, H. D. Co. 
Taylor, William H., Co. 
Textile Mill Supply Co. 
Tracy, Lewis E., Co. 

“Troy Belting & Supply Co. 
= J. M., Rubber & Supply 
‘o. ° 

Turner Supply Co. 
Ulmer, Theo. C., Inc. 
—— Valve & Fittings 
0. 
Vulcan Copper & Supply Co. 
Wallace, William, & Sons 
Weaks Supply Company 
White Tool & Supply Co. 
Williamson Supply Co. 
Wilson, W. S. Corp. 
Wirthlin-Mann Co. 
Woodwell, Joseph, Co. 


All others are current new ones). 














Selling the Industrial Buyer 
Osborn Wire Scratch Brushes 


One of a series of informative articles to help 
“brush conscious” salesmen in the further 
development of the industrial brush market 





@ There are two ways of selling 

brushes to industry: the “take 
an order” way and the “brush con- 
scious” way. 


The “take an order” way leaves it 
up to the buyer to give the order to 
the first salesman who comes along. 
The “brush conscious” way encour- 
ages the buyer to place all his brush 
orders with the salesman he has 
learned to respect because of the 
salesman’s interesting and inform- 
ative knowledge about brushes. 


For example, consider the well- 
known but little understood wire 
scratch brush. To many buyers, all 
wire scratch brushes are pretty 
much alike, regardless of who 
makes them. 


This erroneous impression is 
quickly overcome by the “brush 
conscious” salesman who “knows 
his Osborn Wire Scratch Brushes.” 
Whenever a buyer expresses indif- 
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Article Number 3 


ference about whose brushes he 
buys, the “brush conscious” sales- 
man accepts it as a friendly chal- 
lenge and goes into immediate ac- 
tion. 


In a minute or two, he explains .. . 


Ist—That Osborn Wire Scratch 
Brushes are the least expensive in 
the long run because they are made 
according to high manufacturing 
standards for effective service and 
long wear. 


2nd—Materials are right because 
only carefully selected hardwood 
lumber, thoroughly seasoned, air 
dried and free of knots is used in 
the block ; and only specially drawn 
and tempered wire made to exact- 
ing Osborn standards is used in the 
brush part. 


3rd—Design is right because each 
style of Osborn Wire Scratch 
Brush is correctly shaped and bal- 


(<a re 


anced for its particular range of 
uses. 


4th—Construction is right because 
the tufts of wire are correctly 
spaced to secure the maximum 
brushing action with minimum 
strain on the wire; and the wire 
itself is firmly fastened into the 
block, making wood block and 
steel wire an integral unit. 


These points, summarized on the 
opposite page, combine to give the 
user the most service and value 
that is possible to incorporate in 
wire scratch brushes. 


The fact that ALL brushes bear- 
ing the Osborn trade-mark have 
comparable points of merit is a big 
help to “brush conscious” sales- 
men in selling the line to industrial 
buyers. 


THE OSBORN MANUFACTURING COMPANY 
5401 Hamilton Avenue Cleveland, Ohio 


Sales Branches: 
New York - Detroit - Chicago - San Francisco 
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FOR ONE OR MORE TYPES OF OSBORN BRUSHES 
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No. 1777 Curved Handle Type. Es- 
pecially desirable for cleaning metal 
parts, small castings, patterns and nu- 
merous other kinds of surfaces. 





No. 1780 Straight Back Type. Popular 
for an almost unlimited range of gen- 
eral cleaning requirements. 





No. 7998 Scraper Type. Especially 
useful for scraping and cleaning wood 
or metal in preparation for refinishing. 


CORRECT DESIGN 
OF BRUSH BLOCKS 





worked upon. 


DURABLE BLOCKS 


Careful selection and rigid inspec- 
tion of hardwood lumber used in 
blocks reduces possibility of check- 
ing, splitting or other defects. 


Blocks are accurately shaped so 
that when pressure is applied, 
each and every tuft of wire 
scratches the surface of the object 


CONTINUOUS SCRATCHING ACTION 


Various Types 


of Osborn 
Wire Scratch 
Brushes 





No. 1779 Curved Back Type. The 
short trimmed wire and wide face 
make possible quick cutting action on 
wide surfaces. 





No. 177 “Heavy-Service’ Type. Used 
for quick cutting on rough jobs re- 
quiring a durable brush. 


Correct spacing between rows forces each row of wire 
into scratching action just before the row ahead com- 


pletes its scratching action. 


This assures a continuous scratching action which is 
necessary to secure maximum performance. 
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No. 1781 Shoe Handle Type. For 
cleaning those out-of-the-way places 
and small corners. Excellent for 
cleaning a great range of metal sur- 
faces. 





No. 1778 Duster Type. For removing 
chips and borings from machine tools 
and for general shop use. Also use- 
ful as a painter’s duster. 





No. 106 “Extra-Heavy Service” Type. 
Specially drawn flat steel wire of extra 
coarse grade. A heavy-duty favorite 
for those exceptionally tough cleaning 


jobs. 

















SANDED FINISH 


Blocks are thoroughly sanded. The 
rounded edges make a brush that is 
easy to hold in the hand. 


SECURELY STAPLED 


Each tuft of wire is stapled securely 
in the block making an integral brush 
unit that defies long, hard usage. 


SPECIALLY DRAWN WIRE 


Special drawing and tempering 
processes prevent the wire from 
bending down in use which assures 
a brush that cuts quickly and wears 
down slowly. 
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CURRENT CODE DEVELOPMENTS 


Sales Problems Under N.R.A.—Manufacturers' Codes Interpreted—Code 
Authority Activities—Regional Group News—Cost Determination Data— 
Price Filing Information 





AMENDMENTS TO DISTRIB- 
UTORS’ CODE APPROVED 
@ THREE amendments to the 

code of fair competition for 
the Industrial Supplies and Ma- 
chinery Distributors’ Trade, on 
which a public hearing was held 
on June 15, were approved by the 
National Industrial Recovery 
Board on October 2, 1934. They 
became effective ten days later. 

The amendments as proposed 
at the June hearing were ap- 
proved substantially as present- 
ed, with the exception of that by 
which it was proposed to amend 
Article VI, Section 2. This 
amendment, which was omitted 
entirely from the approval, had 
to do with the filing of prices. 

The entire code of fair compe- 
tition, as approved on October 23, 
1933, and amended on October 2, 
1934, appears on pages 24, 26 
and 28. The amendments are set 
in bold face type. 


COMMITTEE APPOINTED 
@ THE Code Authority of the 

Industrial Supplies and Ma- 
chinery Distributors’ Trade, has 
appointed John Pitts, Charles C. 
Curtis and Alvin M. Smith a com- 
mittee to confer with important 
officials of the National Recovery 











JOHN PITTS 

















CHARLES CURTIS 








Administration in Washington. 
It will be the duty of this commit- 
tee to place before these officials 
the trade’s experience and reac- 
tion to its code and to offer sug- 
gestions as to how its value may 
be increased. 

John Pitts, a member of the 
Code Authority, is president of 
the Brown-Roberts Hardware 
and Supply Company, Alexan- 
dria, Louisiana. 

Charles Curtis, also a member 
of the Code Authority, is presi- 
dent of the Western Iron Stores 
Company, Milwaukee, Wiscon- 
sin. 

Alvin M. Smith is president of 
the Smith-Courtney Company, 
Richmond, Virginia, chairman 
of the Joint Merchandising Com- 
mittee and secretary of the 
Southern Supply and Machinery 
Distributors’ Association. 


CODE AUTHORITY REPORTS 
ACTIVITY 
@ THE Code Authority of the 
Industrial Supplies and Ma- 
chinery Distributors’ Trade, in 
Bulletin 16, reported its activity 
and progress on various phases 
of code administration. 
A system for establishing a 
standard method of cost account- 
ing, as called for by Article VI, 


Section 1, has been developed and 
filed with the Recovery Adminis- 
tration. Several changes have 
been made in the original system 
to meet NRA policies. Final ap- 
proval at an early date is hoped 
for. 

An official protest on behalf of 
members of the trade has been 
made against the President’s or- 
der permitting sales to Govern- 
ment agencies at 15% below filed 
prices. At present the Research 
and Planning Division of NRA is 
making an investigation of the 
effects of this order. 

It has been decided, by the 
Code Authority, to refer all com- 
plaints involving violations of the 
hours, wages and labor provi- 
sions of the code direct to the 
Compliance Division, National 
Recovery Administration. 


ELECTRIC TOOL CODE 
HAS HEARING 

@ ASSISTANT DEPUTY AD- 

MINISTRATOR STERLING 
McKITTRICK conducted an 
open hearing on the proposed 
supplemental code for the electric 
tool manufacturing industry, a 
division of the electrical manu- 
facturing industry, on October 
10, 1934. (Continued on page 75) 








ALVIN SMITH 
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Safeguard Automatic 
Liquid Level Gauge 





Plain Compression 


Grease Cup 





The leadership of Pen- 
berthy Products is the 
inevitable result of years 
of conscientious effort to 
put better materials and a 
greater measure of skill 
in their manufacture. 


The highly satisfactory 
performance of Penber- 
thy Products creates re- 
peat business and good 
will for the distributor 
who handles them. 
Penberthy Products are 
sold only through the 
jobbing trade. 
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Screw Plunger Spring Com 
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PENBERTHY INJECTOR COMPANY 
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Cope or Fair COMPETITION 


FOR THE 


INDUSTRIAL SUPPLIES AND MACHINERY 
DISTRIBUTORS’ TRADE 


As approved October 23, 1933 and amended October 2, 1934 


The complete code, with amendments 
set in bold-face type, is produced here 
to meet a demand from distributors for 
a ready reference. Requests for copies 


of the November, 


1933 issue, which 


carried the original code of this indus- 
try, have far exceeded the supply. 


ARTICLE I. 


Purposes 


To effectuate the policies of Title I of the National Indus- 
trial Recovery Act, the following provisions are submitted 
as a Code of Fair Competition for the Industrial Supplies 
and Machinery Distributors’ Trade, and upon approval by 
the President, shall be the standard of fair competition for 


this trade. 
ARTICLE II. 
Definitions 

Section 1. The term “Industrial Supplies and Machinery 
Distributors’ Trade,” or “trade,” as snd innein, includes the 
warehousing, selling, distributing and/or servicing in con- 
junction therewith of tools, equipment and supplies for rail- 
roads, ships, boats, mines, mills, factories and/or other in- 
dustrial users. 

Section 2. A Distributor of Industrial Supplies and Ma- 
chinery shall be defined as one who sells to industrial 
consumers and other trade outlets; and who has at least 
the following facilities and services: 

(a) An adequate investment. 

(b) Storage space sufficient to carry the stock required in 
Paragraph (e) herein and necessary facilities for operating 
same. 

(c) A proper accounting system, sales, office and delivery 
service. 

(d) Regularly maintains salesmen 
demonstrate and sell the lines handled. 

(e) Carries a sufficiently complete purchased stock of in- 
dustrial tools, equipment and supplies to meet normal 
requirements in his territory. 

(f) Assumes the credit risk of his sales. 

Nothing in this Section 2, Article II, however, shall be 
construed to exclude in any way as a member of the trade 
and/or from the operation of this Code, anyone who sells 
tools, equipment and supplies to the industrial users de- 
scribed in Section 1, Article II hereof except with the ap- 
proval of such exclusion by the Administrator. 

Section 3. The term “employee” as used herein includes 
any person engaged in any phase of the trade in any 
capacity in the nature of employee, irrespective of the 
method of payment of his compensation. 

Section 4. The term “employer” as used herein includes 
anyone for whose benefit such an employee is so engaged. 
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in his territory to 


Section 5. The term “member of the trade’ as used 


ng includes any employer who shall be subject to this 
ode. 

Section 6. The term “member of the Code” as used herein 
includes any member of the trade who shall expressly sig- 
nify assent to this Code. 

ection 7. The term “effective date” as used herein means 
the tenth day after this Code shall have been approved by 
the President of the United States. 

Section 8. The term “learner” as used herein is a person 
having no previous experience in the trade, and whose em- 
ployment as such shall not exceed 6 months. 

Section 9. The term “act” as used herein is Title I of the 
National Industrial Recovery Act. 

Section 10. The term “Administrator” as used herein is 
the National Recovery Administrator. 

Section 11. Population for the purposes of this Code shall 
be determined by reference to the 1930 Federal Census. 


ARTICLE III. 
Hours 

On and after effective date of this Code 

Section 1. No employee in the Trade, except as herein- 
after provided, shall be employed for more than eight (8) 
hours in any one day nor for more than forty (40) hours in 
any one week, nor for more than six (6) days in any one 
week, provided, however, that during inventory and other 
peak periods, such employees may be permitted to work 
not more than forty-eight (48) hours in any one week, or 
not more than three (3) weeks in any six (6) months’ 
period; provided, further, that the average shall not be 
a forty (40) hours per week in any six (6) months’ 
period. 

Section 2. The limitation of Section 1 of this Article III 
as to hours of work shall not apply to persons in a mana- 
gerial, executive or supervisory capacity, who now receive 
more than $35.00 per week, or to watchmen and outside 
salesmen. 

Section 8. The limitation of Section 1 of this Article III 
as to hours of work shall not apply to persons engaged in 
outside delivery service, plant maintenance, outside repair 
and/or installation service, nor to persons engaged in stock 
receiving and shipping service, who shall be permitted to 
work not more than forty-eight (48) hours in any one week, 
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G. Fig SPECIFIED 


GOODYEAR COMPASS (ENDLESS) 


CORD BELT 


FOR 2,000-LB. PULP MILL BEATER DRIVE. 


a 


TEN TIMES LONGER SERVICE 


for just 1s of the cost 


N a2,000-Ilb. beater drive ina certain pulp 
mill*, a Goodyear COMPASS (Endless) 
Cord Belt, specified by the G. T..M. — 
Goodyear Technical Man — was installed in 
February, 1930. 


On that same beater drive, the previous belt 
delivered three months’ service, then had to 
be reconditioned, and was discarded at the 
end of five months. 


The Goodyear COMPASS Belt was 
not replaced until July, 1934 — 
after 53 months of unfaltering, 
trouble-free performance. Its cost 
was only one-fifth that of the other 
belt — yet it delivered more than 
ten times the service! 


As one result of its record, all nine 
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BELTS 


MOLDED GOODS 


HOSE 


PACKING 


Made by the Makers of 


GOODYEAR TIRES 





100 H.P. MOTOR: MOTOR PULLEY 

15° DIAMETER; DRIVEN PULLEY 

60° DIAMETER; DRIVING PULLEY 
SPEED, 490 RPM 


16° COMPASS ENDLESS BELT 
30 FEET LONG, INSTALLED 
FEBRUARY, 1930; REPLACED 
AFTER 53 MONTHS’ SERVICE 



















beater drives in this mill now are equipped 
with Goodyear COMPASS Belts. 


That is the kind of performance you get from 
Goodyear Belts and other Goodyear Mechan- 
ical Rubber Goods specified to your needs by 
the G.T.M. They come built for the job, and 
they make good on the job far more efficient- 
ly, at much lower ultimate cost. 


WHAT A SALES ARGUMENT! Goodyear 
distributors and their salesmen find 
it easy to land orders with such 
economy records to back them up. 
If you are not a Goodyear Mechan- 
ical Rubber Goods Distributor, why 
not see if there is an opportunity 
to become one? Write Goodyear, 
Akron, Ohio, or Los Angeles, Calif. 


*Name on request by responsible parties 
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provided time and one-third is paid for all hours worked 
in excess of forty (40) hours per week. 

Section 4. No person under the age of sixteen (16) years 
shall be employed by any member of the Trade, and no 
person under the age of eighteen (18) years shall be em- 
waged in any hazardous occupation. 

ection 6. The total number of hours which shall be 
worked by any employee whether with one or more em- 
ployers, shall not exceed the maximum as prescribed herein. 


ARTICLE IV. 
Wages 

On and after effective date of this Code 

Section 1. e minimum rates of pay except as pre- 
scribed in Section 2 of this Article IV shall be as follows 
in cities of the population listed below and their immediate 
trade areas: 

Over 500,000 population not less than $15.00 per week. 

— to 500,000 population not less than $14.50 per 
week. 

2,500 to 250,000 population not less than $14.00 per week. 

In towns of less than 2,500 population, all wages of such 
employees shall be increased by not less than 20%, provided 
penne A this shall not require wages in excess of $12.00 per 
week. 

Section 2. No part time or casual employee shall be paid 
at a rate per hour less than the minimum rates prescribed 
in Section 1 of this Article IV, which minimum rates are 
based on a forty (40) hour week, applying to the area in 
which the employer is located. 

Section 8. Learners may be paid at the rate of $2.00 less 
per week than the minimum rates prescribed in Section 1 
of this Article IV, provided that in no case shall the mini- 
mum be less than $12.00 per week. 

Section 4. Junior employees between the ages of sixteen 
(16) and: eighteen (18) inclusive, with less than six (6) 
months’ experience in the trade, may be paid at the rate of 
$2.00 less per week than the minimum rates prescribed in 
Section 1 of this Article IV, provided that in no case shall 
the minimum be less than $10.00 per week. 

Section 5. Such learners and junior employees mentioned 
in Sections 3 and 4 of this Article IV employed by any one 
employer shall not exceed in number more than five (5) per 
cent of the total number of employees of such employer, 
provided that each employer may have at least one learner 
or junior employee. 

ection 6. No employee now receiving compensation at a 
rate in excess of the minimum herein prescribed shall have 
his compensation reduced on account of. any reduction in the 
weekly hours of employment to conform with the require- 
ments of Article III. 

Section 7. The hourly wage rate or salary of all employ- 
ees receiving more than the minimum rate or salary herein 

rescribed, shall be equitably adjusted, if such adjustments 

ave not already been made. 

Section 8. No distinction in rates shall be made between 
male and female oe where the same class of work 
is performed, regardless of whether compensation is calcu- 
lated on an hourly, weekly or monthly basis. 

Section 9. No employee shall be included in one of the 
classifications excepted from the provisions of this Code un- 
less the identical functions were identically classified on 
June 16, 1933. 

Section 10. No person who has worked as a learner for 
one member of the trade for the period of time prescribed 
under the term “learner” in Article II, may be thereafter 
be classified as a learner. 

Section 11. No employer shall reduce the compensation 
for —_ ment now in excess of the minimum wages herein 
prescribed, notwithstanding that the hours worked in such 
employment may be hereby reduced. 

ection 12. The provisions for a minimum wage in this 
Code establish a guaranteed rate of pay per hour or per 
week of employment, regardless of whether the employees’ 
compensation is calculated on an hourly, weekly or monthly 


basis. 
ARTICLE V. 


Administration 


Section 1. To further effectuate the policies of the Act, a 
Code Authority is hereby set up to co-operate with the Ad- 
ministrator in the administration of this Code. 

(a) The Code Authority shall consist of eight members 
of the trade (no two of whom shall represent the same 
member) and one or more appointees of the Administrator 
if he so desires. The latter shall have no vote. The mem- 
bers of the Code Authority shall be elected by the members 
of the trade, each member of the trade to have only one 
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vote. Such election shall be by mail ballots which ballots 
shall be sent to all members of the trade. The Code Author- 
ity shall complete its own organization by election of 
officers. 

Section 2. It being found necessary in order to support 
the administration of this Code and to maintain the stand- 
ards of fair competition established hereunder and to effectu- 
ate the policy of the Act, the Code Authority is authorized: 

(a) To incur such reasonable obligations as are necessary 
and proper for the foregoing purposes, and to meet such 
obligations out of funds which may be raised as hereinafter 
provided and which shall be held in trust for the purposes 
of the Code; 

(b) To submit to the Administrator for his approval, 
subject to such notice and opportunity to be heard as he 
may deem necessary (1) an itemized budget of its estimated 
expenses for the foregoing purposes, and (2) an equitable 
basis upon which the funds necessary to support such bud- 
get shall be contributed by members of the Trade; 

(c) After such budget and basis of contribution have 
been approved by the Administrator, to determine and 
obtain equitable contribution as above set forth by all mem- 
bers of the Trade, and to that end, if necessary, to institute 
legal proceedings therefor in its own name. 

Section 3. Each member of the Trade shall pay his or 
its equitable contribution to the expenses of the mainte- 
nance of the Code Authority, determined as hereinabove 
provided and subject to rules and regulations pertaining 
thereto issued by the Administrator. Only members of the 
Trade complying with the Code and contributing to the 
expenses of its administration as hereinabove provided, 
unless duly exempted from making such contributions, shall 
be entitled to participate in the selection of members of the 
Code Authority or to receive the benefits of any of its 
voluntary activities or to make use of any emblem or 
insignia of the National Recovery Administration. 

Section 4. The Code Authority shall neither incur nor 
pay any obligation substantially in excess of the amount 
thereof as estimated in its approved budget, and shall in no 
event exceed the total amount contained in the approved 
budget, except upon approval of the Administrator; and no 
subsequent budget shall contain any deficiency item for ex- 
penditures in excess of prior budget estimates except those 
which the Administrator shall have so approved. 

Section 5. The Code Authority shall have the following 
duties and powers to the extent permitted by the Act and 
subject to review by the Administrator. 

(a) To collect from persons in the trade all data, reprints 
and statistics when and as required by the President and by 
the Administrator and/or their agent or agents. Such in- 
formation shall be confidential. Each member shall send 
his data to a neutral agency designated by the Code Au- 
thority. This neutral agency shall assemble all such data 
and present it to the Code Authority without the names of 
members of the trade submitting such data. This data with 
names shall be available to the Administrator if required by 
him. Reports submitted by the Code Authority to the Presi- 
dent and/or the Administrator and/or his or their agent or 
agents shall be in the form prescribed and/or approved by 
him. Nothing in  - shall be construed as lim- 
iting the powers conferred on the President and/or the 
Administrator by Title I of the Act. 

(b) In addition to information required to be submitted 
to the Code Authority, there shall be furnished to Govern- 
ment agencies such statistical information as the Adminis- 
trator may deem necessary for the purpose recited in Sec- 
tion (3) (a) of the National Industrial Recovery Act. 

(c) To represent the trade in conferring with the Presi- 
dent or his agents with respect to the administration of this 
Code and in respect of the Act and any regulation issued 
thereunder. 

(d) To arrange for a Regional Committee in each terri- 
torial area to assist the Code Authority in administering 
the code. Each such Regional Committee shall consist of 
not more than three (3) members of the trade in such area, 
elected by the members of the trade in such area. 

(e) To appoint such agents as it may deem necessary to 
assist in administering this Code. 

(f) To hear and investigate complaints and attempt to 
adjust the same in accordance with law. 

(g) To study the trade practice provisions of Article VI 
and the operation thereof, and make such recommendations 
from time to time to the Administrator as it deems desir- 
able for modification of or addition thereto, which, upon 
the approval of the President, after such hearing as he ma 

rescribe, shall become a part of this Code and have full 

orce and effect as provisions hereof. 
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THE PIEGE- WORKER 


HELPS THE MORSE DEALER TO SELL 
* 





NEW YorK ‘ 
ork FAYETTE gt 


THE MORSE LINE 
ORSE Tools have one of the most exacting judges in the Includes 

fe c High Speed and Carbon 
world on their side — the piece-worker. DRILLS, REAMERS 


$ 
Morse Dealers get the full benefit of the piece-worker’s prefer- most DIES 


ence, when advertisements like the one reproduced here are pore nchage sted 


ARBORS, CHUCKS 
constantly being read by the metal working trade. COUNTERBORES 
MANDRELS 
Consistent quality and consistent advertising are a hard combina- TAPER PINS 


SOCKETS, SLEEVES 








tion to work against—a winning combination for you to work with. 


NEW YORK STORE 

e M™€! @O Fe — Ee e 92 Lafayette Street 
TWIST DRILL & MACHINE COMPANY CHICAGO STORE 

NEW BEDFORD - - - MASS., U.S. A. 570 W. Randolph St. 
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(h) To make rules and regulations necessary for the ad- 
ministration of this Code, subject to the approval of the 
Administrator. 

(i) To report to the Administrator on behalf of the trade 
on the subject of imported articles ee a | with products 


distributed by the trade under provisions o 


of the Act. 
ARTICLE VI. 
Unfair Competition 

The following practices are hereby declared to be unfair 
methods of competition within the meaning of the Act: 

Section 1. Sales below the individuals’ cost. Cost is to 
be determined by a standard cost accounting system to be 
set up by the Code Authority and subject to the approval 
of the Administrator. It is expressly understood that this 
shall not apply to items on which the published or suggested 
prices of manufacturers do not provide a margin sufficient 
to cover the individuals’ cost as determined by the above 
mentioned standard cost accounting system. 

Section 2. Where in any particular territory, members of 
the trade desire to file price lists with such agency as may 
be approved by the Code Authority, it is violation of the 
Code for such members to sell below their individually filed 
schedules covering prices, terms and conditions. Such 
schedules are to be subject to change at any time by filing 
yA schedule, which shall be effective five (5) days after 

ing. 

Section 3. The payment or allowance of secret rebates, 
refunds, discounts, commissions or other special considera- 
tions or allowances, including donations, gifts or premiums 
of any nature whatsoever to any firm or individual. 

Section 4. The issuance of false invoices or other docu- 
ments covering sales in which the prices, terms, discounts, 
allowances or other facts relating to the transaction are in 
any manner falsely stated. 

Section 5. Discrimination in prices between purchasers of 
the same class under similar conditions except for differ- 
ences in the grade, quality or quantity purchased. 

Section 6. Delivering merchandise which fails to conform 
exactly to the samples or specifications on which prices are 
quoted. 

Section 7. Agreeing to conditions or terms of sale, or 
making promises of any nature which manifestly cannot be 
fulfilled. 

Section 8. Accepting orders for future delivery subject to 
cancellation. 

Section 9. Inducing or attempting to induce the cancella- 
tion of orders or the breach of contracts existing between 
competitors and their customers. 

Section 10. Misrepresentation of facts about a competitor 
or his product. 

Section 11. Quoting a total price on any schedule of in- 
dustrial supplies and machinery which does not show unit 
_— and making any addition or deduction on any other 

asis than the unit price shown. 

Section 12. It is an uneconomical and an unfair practice 
for distributors to ship any goods on consignment, except 
products of manufacturers whose general plan of distribu- 
tion is by consignment and not by sales for resale. 

Section 13. When a member of the Trade desires to 
dispose of obsolete, closeout, or discontinued items, and to 
offer such merchandise for sale at prices less than his cus- 
tomary prices, he shall file with the Regional Committee in 
the area in which he is located, a statement showing the 
quantity, sizes and complete description of the merchandise 
so offered for sale, and the reasons for such sale. On such 
sales, all invoices for merchandise so sold shall plainly dis- 
play the following words, “Special Closeout Prices.” Failure 
to obesrve this rule or increasing such stock during liquida- 
tion at the special prices is an unfair method of competi- 
tion. Any distributor finding himself in this position shall 
first offer the surplus of merchandise to the manufacturer 
thereof, and failing to dispose of such merchandise by this 
method shall offer same to the members of the Trade in 
the regional group. 

Section 14. The issuing of credit or making of cash set- 
tlement beyond the recoverable value of any goods accepted 
by any member of the Trade in exchange for or as part pay- 
ment for any products of the Trade. 


ARTICLE VII. 

Scope of Code 
In the absence of any contrary provision herein concern- 
ing such trade practice, each member of the trade shall in 
dealing with a product manufactured by a member of an 
industry operating under another Code of Fair Competition, 
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Section 3 (a) 





conduct such dealing in conformity with any pertinent trade 
practice provisions in such other Code. 


ARTICLE VIII. 
General 


Section 1. Employees shall have the right to organize and 
bargain collectively through representatives of their own 
choosing, and shall be free from the interference, restraint, 
or coercion of employers of labor, or their agents, in the 
designation of such representatives or in self-organization 
or in other concerted activities for the purpose of collective 
bargaining or other mutual aid or protection. 

Section 2. No employee and no one seeking employment 
shall be required as a condition of employment to join any 
company union or to refrain from joining, organizing or 
assisting a labor organization of his own choosing: and 

Section 3. Employers shall comply with the maximum 
hours of labor, minimum rates of pay, and other conditions 
of employment approved or prescribed by the President. 

Section 4. This Code and all the provisions thereof are 
expressly made subject to the right of the President, in 
accordance with the provision of subsection (b) of Section 
10 of the National Industrial Recovery Act, from time to 
time to cancel or modify any order, approval, license, rule 
or regulation issued under Title I of said Act, and specifi- 
cally but without limitation, to the right of the President 
to cancel or modify his approval of this Code or any condi- 
tions imposed by him ma his approval thereof. 

Section 5. Within each State, members of the trade shall 
comply with any laws of such State imposing more stringent 
requirements, regulating the age of employees, wages, hours 
of work or health, fire or general working conditions, than 
under this Code. 

Section 6. If any employer in this trade is also an 
employer in any other trade or industry the provisions of 
this Code shall apply and affect only that part of the busi- 
ness of such employer which is a part of the trade covered 
by this Code. 

Section 7. Where the costs of executing contracts entered 
into this trade are increased as a result of the enactment of 
the National Industrial Recovery Act and/or by the pro- 
visions of this Code, or where any contract entered into by 
an employer subject to this Code, is inconsistent with the 
provisions thereof, it is equitable and promotive of the pur- 
poses of the Act that appropriate adjustments of such 
contracts be arrived at by arbitral proceedings or otherwise 
and the Code Authority is constituted an agency to assist, 
with the consent of the buyer, in affecting such adjustments. 
Further, that where the performance of orders accepted 
— to the effective date of this Code is delayed or pro- 
onged as a result of the operation of provisions of this 
Code, appropriate additional time should allowed for the 
completion of such orders. 

Section 8. Such of the provisions of this Code as are not 
required to be included therein by the National Industrial 
Recovery Act may, with approval of the President, be 
modified or eliminated as changes in the circumstances or 
experience may indicate. It is a that from time 
to time a provisions to this Code or additional 
codes will submitted for the approval of the President to 
prevent unfair competition in price and other unfair and 
destructive competitive practices, and to effectuate the other 
purposes and policies of Title I of the National Industrial 
Recovery Act consistent with the provision thereof. 

Section 9. Prior to December 31, 1933, no member of the 
trade shall increase the sale price of his goods sold after 
the effective date hereof over the price on July 1, 1933, by 
more than is made necessary by actual increases in manu- 
facturing, distribution and material costs, or by taxes or 
other costs resulting from action taken pursuant to the 
Agricultural Adjustment Act and/or this Code since July 1, 
1933, and in setting such price increases, full weight shall 
be given to probable increases in sales volume. In case a 
member of the trade on July 1, 1933, was selling his product 
at less than actual cost, he may take his cost price on that 
date as the base for such increase in selling price as is per- 
mitted by this section. 

Section 10. No provision in this Code shall be interpreted 
or applied in such a manner as to 

(a) Promote monopolies or monopolistic practices 

(b) Permit or encourage unfair competition 

(c) Eliminate or oppress small enterprise, or 

(d) Discriminate against small enterprise. 


ARTICLE IX. 


This Code shall be in effect beginning on the tenth day 
after its approval by the President and shall be binding 
upon all persons engaged in the trade. 
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Biggest Profit Opportunity 
In Years—For Jobbers! 


... THE NEW ALEMITE 
HYDRAULIC LUBRICATION SYSTEM 


















































Alemite’s Extended Jobber Policy 
and This Remarkable New Product Let 
You Cash in on the Equipment Sensa- 
tion of the Industrial Field 


@ Every customer on your list is a red-hot prospect 
for the new Alemite Hydraulic Lubrication System. 
When you talk new savings on time, labor and lubri- 
cants that this amazing new system affords — you 
bring every maintenance man or equipment buyer 
out in the open with his hand in his pocket. Profits 
are swift, sure and steady. Other jobbers are“clean- 
ing up”— why not you? 


New Efficiency — New Savings 


The 10,000 lbs. pressure per square inch that is now 
possible by hand with the new Alemite Hydraulic 
Lubrication System sets a new standard for ade- 
quate industrial lubrication. It eliminates the “dry 
spot” and frozen bearing bug-bear. The gun actually 
takes hold of the fitting — increases its grip as the 
pressure builds up. All of thé old, worn lubricant is 
forced out. New, fresh, live lubricant reaches every 
bearing surface. The gun cannot possibly slip off the 
fitting, and there is no leakage. Think of what this 
means in savings of time, labor and lubricant when 
combined with Alemite’s famous “barrel-to-bearing” 
method! 


And here’s more good news; the new-type Alemite 
Hydraulic Fittings can be quickly and easily installed 
on any equipment now using oil holes, grease cups 
or previous Alemite systems. 


Don’t miss out on this one! If you haven’t already 
done so, get the complete details now. 


WRITE, WIRE, TELEPHONE OR 
SEND THIS COUPON NOW! 





ALEMITE CORPORATION 

Division of Stewart-Warner Corp’n. 

1886 Diversey Parkway, Chicago, IIl. 
Send me complete details on Alemite 


Hydraulic Lubrication System and 
your new jobber deal at once. 


Alomitte 


ke cans bainiaiiscSersnerdeonk ovkacecoseqenavennintianets 
HYDRAULIC Title iieaeaentent 
Lubrication System is . 
ALEMITE CORPORATION City State. 


MS-11 






a 
Division of Stewart -Warner Corp’n. > 4 
1886 Diversey Parkway, Chicago, Ill. 
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INDUSTRIAL SUPPLY AND EQUIPMENT SALES FOR SEPTEMBER, 1934 
100 —= Average Monthly Sales, 1923—1925 


1933—Broken Black Line 


1934—Solid Black Line 


September when less than August; slightly less than 
September, 1933, as Indicator drops to 56.6 


@ THE Sales Indicator, depicting sales of indus- 

trial supplies and equipment for September, 
drops to 56.6% of normal, as compared with 65.3 
in August and 56.7 in September, 1933. This de- 
crease, while it was indicated from reports based 
on sales for the first half of the month, is some- 
what larger than expected. 


This fact is due largely to a decided drop in sales 
by Southern distributors, the Sales Indicator for 
which reads 62.1 as compared with 90.6 in August, 
and a decline in the Indicator for the Middle West- 
ern distributors from 58.1 in August to 49.1 in 
September. 


Increases were experienced in the’ North At- 
lantic States, where the reading for September 
is 58.5 as against 56.0 for August, and on the 
Pacific Coast, where sales pushed the September 
Indicator to 49.2 from 41.9 in August. 


October business, if it holds the level of the first 
15 days of the month, should be slightly better 
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for the country as a whole than was that for Sep- 
tember. The outlook in the East and South is 
almost uniformly better, the looked-for increases 
varying from 5% to 50%. Business in the Mid- 
dle West was slightly, from 3% to 5%, better 
for the first half of the month. With only a few 
exceptions Western and Pacific Coast distributors 
are expecting a worse month in October. 

It is interesting to observe the similarity in the 
curves for 1933 and 1934, beginning with July of 
each year. While it is recognized that a two-year 
record of sales is insufficient data on which to 
make generalizations concerning monthly fluctua- 
tions for the industry as a whole, the picture 
which is now revealing itself is sure to prove of 
value in the future. 

Much credit must be given to the distributors 
in all parts of the country who have been regu- 
larly reporting their monthly sales in order that 
a true picture of business in the industry could 
be painted each month on the Sales Indicator. 


MILL SUPPLIES 














your modernization 
campaign successfully 


with WOOD'S / 


ITH leading industrial engineers 

specifying plant standardization on 
WOOD'S Power Transmission Machinery 
—and industry receptive today to equip- 
ment that combines modern efficiency 
with thorough economy—the opportuni- 
ties for progressive distributors with the 


WOOD'S line are obvious. 


There is something more than modern 
quality behind WOOD'S products. 
WOOD'S provides a complete line with 
“one party responsibility.” We recognize 
the distributor's ability to do a construct- 
ive and successful selling job on our prod- 
ucts. We give him conscientious and ef- 
fective sales co-operation and real protec- 
tion. If you are interested in working up 
a profitable modernization sales program, 


consider WOOD'S first. 























T. B. WOOD'S SONS CO. 


Chambersburg -_ = = Pennsylvania 








Member Mechanical Power Engineering Associates 
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NORTH ATLANTIC STATES 


Contrary to the 1933 trend, the Sales Indicator for this section rises in Sep- 
tember to 58.5 as compared with 56.0 in August. A large majority of re- 


porting distributors expect October business to be from 5% to 30% better 
than September sales. . 


SOUTHERN STATES 


Probably due in a large part to the paralysis of business resulting from 
the textile strike, the Southern States Indicator drops from its dizzy height 
of 90.6 in August to 62.1 in September. In most cases, distributors in this 


territory are expecting an increase in October, in some cases ranging as high 
as 50%. 


MIDDLE WESTERN STATES 


The decrease in September sales predicted by distributors in this section 
last month materialized in greater proportions than expected, the Indicator 
dropping to 49.1 from 58.1 in August. However, sales for the first 15 days 
of October point to a slightly better month, as was the case last year. 


WESTERN STATES 


For the first time in four months sufficient replies were received from this 
section to make a reasonable figure possible. The Indicator for September 
reads 51.7. Most reporting distributors are expecting sales for October to 
be from 5% to 20% worse than September, an estimate based on sales for 
the first 15 days of the month. 


PACIFIC COAST STATES 


Climbing slowly but surely back from its low which resulted from the 
effects of the longshoremen’s strike, the Pacific Coast Indicator reaches 49.2 
for September, as compared with 41.9 in August. The October outlook, how- 
ever, is further threatened by political uncertainty in California, which has 
caused distributors to predict that volume will be off from 5% to 20%. 
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for High Speed Drives 
REX ROLLER CHAIN 


Rex makes a complete line of roller 
chains in single and multiple strands to 
meet the requirements of practically 
any high speed drive for plant or dupli- 
cate machinery application. These 
chains are available in standard sizes 
ready to ship from plant or branch 
stocks and nearby distributors. 

Rex Roller Chains are made from 
specially selected steels. Each part is so 
accurately made that when the links 
are assembled, there is no room for play 
between the smooth, close-fitting parts, 
consequently play and wear are slow to 


CHAIN 


appear. This high degree of accuracy, 
plus high tensile strength and a high 
degree of finish, make Rex Roller Chains 
outstanding chains for high speed drives. 

Block and leaf chains are also avail- 
able. 

All standard size sprockets are stocked 
for prompt shipment. 

If you are unfamiliar with Rex Roller 
Chain drives and their application, 
Catalog 440, the most complete book 
on roller chain ever issued, will be sent 
to any engineer, operating official or 
executive. 


BELT 
COMPANY 





1622 W. Bruce St. 


Milwaukee, Wis. 
Cable Address: Beltchain 
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KEEPING POSTED 


Newsy facts about industrial distributors 
and their salesmen 
LI nn 
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To prove that this is no fish story, Harry P. Leu, president, Harry P. Leu, Incor- 

porated, Orlando, Florida, sends along this picture of a part of a recent tarpon 

catch made by the Leu family. Harry is forced to admit that the larger of the 
two, weighing 102 pounds, was caught by Mrs. Leu, shown at the right. 





This is the first time that MILL SUPPLIES has had the opportunity to show a 

picture of the men who are building up the Rossman Industrial Supply Company, 

established in Seattle, Washington, in 1933. Robert R. Rossman, president, is 

shown at the left, then Roy C. Duncan, salesman, “Bob” Rossman, Jr., and George 

P. Rossman, vice-president and secretary. Both Robert R. and George P. Rossman 

were formerly with Charles H. Harden and Company of Seattle, while Duncan was 
formerly a salesman for the Taylor Instrument Company. 
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WALKE COMPANY SOLD 


e THE HENRY WALKE COM- 

PANY, Norfolk, Virginia, was 
purchased on October 24, by 
Robert S. Page, president, and 
associates from Major I. Walke 
Truxtun and his sister, Miss 
Cornelia C. Truxtun. 

Mr. Page’s associates in the 
purchase are Linwood F. Per- 
kins, Joseph Rickert, Jr., Ed- 
ward L. Norman, Leonard R. 
Shepherd, Harold O. Leftwich 
and H. P. Moore, Jr. All have 
been associated with the com- 
pany for about 15 years and all 
are stockholders. 


Mr. Page has been in the sup- 
ply business for 27 years. He 
formerly was connected with the 
Smith-Courtney Company, Rich- 
mond, Virginia, as that com- 
pany’s representative in central 
North Carolina. 


Early in 1920, he joined the 
Walke Company as vice-presi- 
dent and sales manager. He was 
elevated to the presidency in 
1925, when Major Truxtun, then 
president and treasurer, relin- 
quished these offices to become 
City Manager of Norfolk. 


Mr. Page stated that there 
would be no change in the policy 
or conduct of the business, of- 
ficers under the new set-up will 
be elected at an early date. 


NEW DISTRIBUTOR IN 
FRESNO 
e THE VALLEY STEEL AND 

SUPPLY COMPANY, 1925 
Broadway, Fresno, California, 
was organized on October 1. E. 
E. Hollister, associated for many 
years with the Inland Iron Com- 
pany, is the sole owner. The 
company is not incorporated. 

Territory covered by this com- 
pany includes the San Joaquin 
Valley, from Turlock on the 
north to Bakersfield and Taft on 
the south. 

Lines handled include: wire 
rope, portable electric tools, 
grinding wheels and abrasives, 
twist drills, taps, dies, cutlers, 
files, hack saw blades, wrenches, 
pipe and fittings, bolts, nuts, 
washers, rivets, machine tools, 
wire and wire products. 
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Hewitt jobbers throughout the country 
are testifying to the real co-operation, 
the constructive help they are getting 
from the Hewitt organization. And they 
are backing up this testimony with 
orders...the proof of the pudding. 
Hewitt makes available a number of 
sales helps to make easy the job of sell- 
ing industrial rubber goods, plus practi- 
cal, experienced engineers who are out 
in the field to help you with 
the tough ones. Here’s an im- 
portant angle; Hewitt makes 
industrial rubber goods exclu- 


HE 


| THE GUTTA PERCHA & RUBBER , MabPACTRING. co. EST 2 







HEWITT CO-OPERATION WORKS 


sively. This means the line is made by 
specialists, men who have been con- 
fronted with every type of industrial 
rubber problem during the past 75 years, 
and who have licked them all. 


@ 


Do you know the profit possibilities 
of the Hewitt line ? Find out for yourself 
why Hewitt Rubber Products 
are easier to sell. Write to the 
Hewitt Rubber Corporation, 
Buffalo, New York. 
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CENTRAL HARDWARE 
PROMOTES ANDREWS 


|@ R.R. ANDREWS, who for 15 


years has been associated with 


| the Central Hardware and Fac- 
_tory Supply Company, Akron, 
| Ohio, has been elected president 









R. R. ANDREWS 


of the company, succeeding the 
| late Max V. Pergrin. 


Mr. Andrews was made vice- 
president nearly two years ago 
when Max Pergrin became presi- 
dent, succeeding his father. 

The company as now constitut- 
ed operates the main store at 200 
| South Main Street and two sub- 
sidiaries, the East Akron Hard- 


| ware Company, 990 East Market 
| Street, and the Star Hardware 
| Company, 
| Street. 


13. South Howard 


At the same directors’ meeting 
F. H. Gelhart was reelected treas- 


_urer and M. E. Beight, former as- 
| sistant treasurer, 
secretary. 


was elected 


FARQUHAR EXPANDING 
STEEL SHOP 


_e THE FARQUHAR MACHIN- 


ERY COMPANY, Jackson- 
ville, Florida, is doubling the size 


| of its steel fabricating shop and 


adding some machinery. 


STANDARD HOLDS OUTING 


@ ON October 13, officers, stock- 
holders and employees of the 
Standard Equipment and Supply 
Corporation, Hammond, Indiana, 
attended the annual “family 
outing.” 

Jerome Stanek, shipping clerk, 
and Lois Warren, stenographer, 
were attending their first outing, 
| they being the most recent addi- 
| tions to the “Standard” family. 
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‘Eeny-Meeny-Miney-Mo 


is a poor system for picking Valve Discs 





You can do many customers a “good turn” 
by getting them to buy Valve Discs suited to operating conditions 


NCOURAGE your customers 
ty to buy valve discs carefully. .. 
to be specific about the service con- 
ditions under which the discs must 
work. Many users of renewable disc 
valves don’t realize that for com- 
pletely satisfactory valve performance 
discs must be suited to operating 
conditions. But it is an easy thing 
for you to demonstrate, and it’s a good 
turn that will lead to better valve 
service for your customers. 

One simple way to show the im- 
portance of buying the one right disc 


for a job is to open up the Jenkins 


Catalog at pages 190 and 191. All 
of the different compounds for differ- 
ent services are covered, and specific 
recommendations are made. Another 
good way is to give your customer 
one of our “Ready Reference Charts 
to Correct Disc Use.” A supply of 
these helpful leaflets will be furnished 
for your use upon request. 
Ofcourse, we’ve taken it forgranted 
that the only question about picking 
a valve disc is that of picking the cor- 
rect JENKINS Disc. For, after de- 
veloping and making them ever since 
Nathaniel Jenkins invented the Re- 


newable Disc Valve, we believe 


Jenkins Discs should stand supreme. 


ew aes 
This Fig. 106-A Jenkins 
Standard Bronze Globe 
Valve is regularly fitted with 
No. 119 Jenkins Disc for 
steam pressures up to 150 
pounds. However, if this 
Valve is to be used under 
other pressures, a Disc suited 


to the conditions should be 





specified. 


JENKINS BROS., 80 White Street, New York, N.Y; 
$10 Main St., Bridgeport, Conn.; §24 Atlantic Avenue, 
Boston, Mass.; 133 No. Seventh St., Philadelphia, Pa.; 
822 Washington Boulevard, Chicago, Ill; JENKINS 
BROS., Limited, Montreal, Canada; London, England 


Jenkins Valves 
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BRONZE — IRON — STEEL 


SINCE 1864 
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AL-LITE Safety HOIST 


(of Alcoa Aluminum Alloy) 


AL-LITE leads the way in today’s swing to 
lighter, quicker, more logical hoists! It’s the 
world’s eet and foremost MODERN Safety 
Hoist, built of certified Alcoa Aluminum Alloy 
and made 100% safe through a patented over- 
load Governor that automatically indicates over- 
load in excess of 50%. 


Its simple, compact design and strong aluminum con- 
struction make it % lighter and a real one-man hoist. 
Yet, in spite of lightness, AL-LITE is outstandingly 
strong, with a 5 to 1 safety factor. 

Get “streamlined action” into your hoisting operation 
with an AL-LITE— the only hoist that is completely 
modern in design and efficiency. Ask your distributor, 
or write Chisholm-Moore Hoist Corp., Tonawanda, 
N. Y. (Division Columbus-McKinnon Chain Corp. 


CHISHOLM-MOORE 


CHAIN HOISTS ELECTRIC HOISTS 
TROLLEYS CRANES 





_AL-LITE 











NEW DISTRIBUTOR FOR 
SEATTLE 

@ AS of October 1, Clifford M. 

Rogers resigned his position 
as vice-president in charge of 
sales of Woodbury and Company, 
Portland, Oregon, to form a new 
company in Seattle, to be known 
as the Industrial Products Com- 
pany. For the basis of this busi- 





CLIFFORD M. ROGERS 


ness, he bought the good will, 
merchandise, furniture and fix- 
tures of the Woodbury and Com- 
pany branch which had been in 
operation there for some time. 

The company has been incor- 
porated, with Mr. Rogers as pres- 
ident and principal owner. Asso- 
ciated with him is W. W. Trues- 
dell, previously with the Pacific 
Car and Foundry Company. 

Specialized lines will be 
stocked, being products used by 
industries in plant operation and 
maintenance. Complete stocks 
will be carried and the aim will be 
to render prompt and dependable 
service. Among these are 
Keystone Lubricating Company’s 
full line of specialized lubricants, 
for which the Industrial Products 
Company is distributor in central 
and western Washington; Chi- 
cago Steel and Wire Company’s 
welding rods; Yale and Towne 
Manufacturing Company’s chain 
hoists and parts; Tube-Turns 
Manufacturing Company’s weld- 
ing pipe fittings; Bonney Forge 
and Tool Company’s welding fit- 
tings; Hoskins Manufacturing 
Company’s heat treating fur- 
naces and pyrometer. 

The office and warehouse are at 
2911 First Avenue, South, Se- 
attle. At present the company 
has about 5,000 square feet of 
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CCORDING to the 
Products Industries 
port of 1933 the Clipper B 
Lacer Company has worke 
more hours without a disabil- 
ity injury than any other unit 
with a perfect 1933 record. 





WITHOUT A DISABLING INJURY THAN ANY OTHER 


CLIPPER BELT LACER COMPANY. WORKED MORE HOURS 
X SMALL UNIT WITH A PERFECT 1933 RECORD = 135,000. 


Clipper Hooks, of course, 
were used throughout the 
plant. This ‘is just one indi- 
cation of the safety of Clippe 
equipment. 





OO gl fe 


Clipper Belt Lacer Company 
Grand Rapids - - Michigan 


Clipper Hooks are unsurpassed in quality and dura- 
bility. Clipper Carded Hooks are safest to handle. 
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“MONOBILT” WIRE 
WHEEL BRUSH 
WITH 
INTER- 
CHANGEABLE 
CENTERS 





“DI-BILT” 
WIRE WHEEL 
BRUSH— 
ALL METAL 
CENTER 





“DURABILT” 
TAMPICO 
WHEEL BRUSH 











REMEMBER 
QUALITY 
MILWAUKEE 
MEANS 
BRUSH EXCELLENCE 

































































MILWAUKEE CURVED BACK 
SOLID BLOCK WIRE BRUSH 


Yr are Milwaukee 


Industrial Brushes good for distrib- 
utors? 1—Because we concentrate 
our manufacturing on Industrial 
Brushes, hence turn out the finest 
to be found anywhere—the kind 
that pleases customers and brings 
repeat orders. 2—Because our line 
is so well rounded as to offer sales 
opportunities for you on every 
call—no matter what your cus- 
tomer needs. 3—Because it pro- 
vides you with steady, day-to-day 
business— without specialized sales 
effort, long time pioneering or 
heavy stock investment... If 
you're not handling Milwaukee 
Industrial Brushes, let us point out 
to you how you can develop a 
wholesome volume of business at a 
small expense. If you are handling 
Milwaukee Brushes, your sales 
opportunities are at their greatest 
today. 


GENERAL PURPOSE SWEEPING BRUSH 


CBRE, 





The 
2212-2236 North 30th Street 








MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE, WISCONSIN 


QUALITY INDUSTRIAL BRUSHES AND BROOMS FOR ALL 
PRODUCTION AND MAINTENANCE REQUIREMENTS 
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floor space. Three salesmen will 
be employed, in addition to the 
principals, and one of these men 
will cover Tacoma, Washington. 

Mr. Rogers brings into the new 
company ample experience not 
only from the industrial distribu- 
tion angle but from that of actual 
shop practice. For a number of 
years he was general shop super- 
intendent of the Northwest Steel 
Company, at that time steel fabri- 
cators and ship builders. Then 
he went with the Pacific Machin- 
ery and Tool Steel Company as 
treasurer (1919-1927). In 1927 
he became connected with Wood- 
bury and Company as treasurer, 
later relinquishing that post to 
become vice-president in charge 
of sales. 


CHANGES MADE BY 
PASSAIC DISTRIBUTOR 
e E. GRAHAM, manager of the 

mill supply department, re- 
ports that the name of the Cen- 
tral Supply Company, Incorpo- 
rated, Passaic, New Jersey, has 
been changed to Central Engi- 
neering and Supply Company, 
Incorporated. The address of the 
company is 834 Main Avenue. 

Four special light delivery 
Ford trucks have been put in 
service by this company, in order 
that its motto, “Sudden Service,” 
may be maintained. 

New lines taken on in recent 
months include  Prest-o-weld 
welding outfits and Oxweld rod 
and supplies, Morse twist drills, 
cutters and reamers, Lewellen 
Variable speed transmissions, 
Ohio Injector valves and the J. H. 
Williams line. 





The Pedersen Brothers, Louis and Will, 


of the Pedersen Brothers Tool Com- 

pany, Chicago. Will very nearly jumped 

right out of the picture in his anxiety 
to be “out after ’em.”’ 
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Have You Tried 
All These Unusual 
RiEesIb 


PIPE TOOLS 





The RIZAID Wrench 


Heavy-duty, housing unbreakable in 
service, chrome molybdenum jaws, easy 
turning adjustment nut,in open housing, 
all sizes, 6” to 60”. Also RIBAID 
End Wrenches and Super-Sixes and 
Super-Fours with compound leverage. 






RIGAID Threaders 
This No. 65R threads |” to 2” pipe with 
one set of chasers. Many other im- 
provements. There are now 9 different 
threaders, all with special advantages, 
in the RIGID line. 














RIFAID Vises 
This is the FRIMZEQ0D> Chain Post Vise, 
one of 7 different yoke and chain pat- 


terns, all equipped with pipe rests and 
benders and other special features. 


New RIFAID 
Tubing Cutter 

A rugged little 5!/2 inch 6!/2 ounce tool 

that cuts and smooths the tubing ready 


to solder. Efficient reamer. Special tool 
steel razor-edge cutting wheel. 
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All Pipe is Lead Pipe to a 
Rikeib Cutter 


With This Alloy Tool Steel 
Cutter Blade 












The trick of RITAID 
Cutter performance is 
in this blade wheel— 
which fits any RIZEID 
type cutter. 


Housing is steel re- 
inforced—won't dis- 
tort or break. 


IGHT through iron, steel, 
copper and brass pipe—as 

if they were lead—the RIFAID 
Cutter blade rolls in quick clean 
cuts. The user sees the differ- 
ence at once. He appreciates 
it more when he experiences 
the much longer life of these 


blades. 


The reason lies in their alloy 
tool steel, coined out of special 
sheets, hammered and heat 
treated, and then assembled in 
a solid hub. These blades have LR, 
stamina—they hold their edge, 
they cut clean. Sell them—for Tee RiBex TOCL Co. 
new satisfaction and economy ELYRIA, OHIO 

to your customers. U.S.A. 


Ribzaib 


PIPE TOOLS 
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Liminate Waste with 
ATKINS si: SAWS 





More and more metal cutting plants are turning to ATKINS SIL- 
VER STEEL Saws, "The Blades with the Blue End.” From coast to 
coast they are switching to ATKINS for definite savings and real 
efficiency. 


For every metal cutting requirement, there is an ATKINS SILVER 
STEEL Saw that belongs in the picture! 


Give your hacksaw customers an opportunity to effect real waste 
elimination by selling them ATKINS SILVER STEEL ‘Blue End’ 
Blades, "AAA" Blades, Metal Cutting.Band Saw Blades, Hacksaw 
Frames, Circular Metal Cutting Saws, Files and Grinding Wheels. 


E. C. ATKINS AND COMPANY 
INDIANAPOLIS, INDIANA 
BRANCHES shined dies 





























H. G. WILLS PRESIDENT OF 
AGNEW HARDWARE 

@ H.G. WILLS is now president 

and treasurer of the Agnew 

Hardware Company, Everett, 

Washington, succeeding the late 

E. R. Agnew, whose death oc- 





H. G. WILLS 


curred on July 1, 1934. Mr. Wills 
started with this company 21 
years ago. 

The activities of this distribu- 
tor are principally with the lum- 
ber, paper and pulp mills, logging 
operations, and railroads in the 
northwest section of Washington 
lying between Everett and Bell- 
ingham bordering Puget Sound. 
Every year the industrial distri- 
bution side of the business is be- 
coming more important. 

One of the interesting special 
fields to be cultivated in this lo- 
cality is that of pumping plants 
and distribution systems for 
what are known as water dis- 
tricts. A group of farmers will 
band together and dig a well and 
put in a central water pumping 


| and storage system, or similarly 


develop some spring or natural 
source. Then they will put ina 
pipe distribution system to all of 
their premises, securing all the 
advantages of a city waterworks 
system. These groups range from 
just a few to considerable com- 
munities with waterworks sys- 
tems costing as high as $50,000 
or $60,000. 

To the distributor who secures 
the sale of the equipment for one 
of these projects, it means a con- 
siderable bill of goods for pump- 
ing equipment and pipe. The 
large projects are financed 
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MANHATTAN OFFERS JOBBERS 


Accepted Products for 
‘Resale at a Profit 


Gondor Gompensaled BELT 
Gondoz V-BELT 


Gondoz HOSE 
CONVEYOR BELTING 


INDUSTRIAL BRAKE LINING 
PACKING 


and a complete line of proven Rubber 
Products for Industry . 





The combined experience of our many jobbers has 
shown that the sale of one Condor Product leads 
shortly to the sale of another. . . . Condor Com- 
pensated Belt, Condor V-Belt, and Condor Hose are 
strong leaders in the hands of a well organized job- 
ber for getting new and profitable business. Time 
after time our jobbers have reported their initial 
order with a new customer was for one of these 
three. And their reports show further, that once the 
start with Condor Products is made, sales of Con- 
veyor Belting, Industrial Brake Blocks, Manhattan 
Packings or Molded Geods usually follow as the 
new account develops. . . . Manhattan's liberal job- 
ber policy protects and assists with consistent prod- 
uct-acceptance merchandising, field staff, and iR 
factory advisory facilities. 





Write for details of the Condor Franchise Rang: + 


THE MANHATTAN RUBBER MFG. DIVISION 


OF RAYBESTOS-MANHATTAN, INC. 


EXECUTIVE OFFICES ano FACTORIES, «PASSAIC, NEW JERSEY 
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Chrome- Mo-lub-den-' 


SAMPLES for trial, test or analysis have always been fur- 
nished free by ALLEN, because samples prove what words 
do not, and Allens prove what others do not. 


There is just one slant to the sampling stunt that mill 
supply Jobbers should watch. Are the proffered samples 
from regular Jobbers’ stocks or are they factory -furnished, 
specially selected ? 


We could go so far as to “sample” your customers with 
hand-buffed, silver-plated Allens. But it might embarrass 
you later — selling from stock. 


So we say to buyers of Hollow Screws: — Get samples 


tor test from your local Jobber; not factory-picked specials. 


THE ALLEN MEG. COMPANY 


HARTFORD, Conn. U.$.A. 
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through the sale of bonds. Some 
difficulty is experienced at this 
time in financing them, but it is 
understood that several new 
projects are in prospect in spite 
of this. 


KNOXVILLE HOUSE 
INSTALLS PAGING SYSTEM 
e THE TENNESSEE MILL 

AND MINE SUPPLY COM- 
PANY, Knoxville, Tennessee, 
has installed an amplifier with 
loud speakers on each floor, in 
the shipping room, warehouse 
and shop. 

The system is operated by the 
switchboard operator. With it 
she is able to locate any employe 
and give him the desired message 
in a remarkably short time. 

H. L. Miller, president, in com- 
menting on the system, says, 
“This apparatus has speeded up 
our service a great deal and we 
feel that we could hardly get 
along without it. The original 
cost was extremely low and the 
expense of operation is almost 
nothing.” 


CANTON SUPPLY HANDLES 
WORTHINGTON LINE 

e THE CANTON SUPPLY 
COMPANY, Canton, Ohio, is 

now distributing the line of the 

Worthington Pump and Machin- 

ery Corporation, Harrison, New 

Jersey. 





L. E. Pickle, president, Factory Supply 

Company, Muskegon, Michigan, reports 

business looking a good deal brighter. 

He has added another delivery man, 

Leonard L. Pickle, to his force to take 
care of increased volume. 
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What Do 


You Mean - 


SERVICE 7? 





It's easy to talk about service. Everybody does. But, here's 
an illustration — just one of many — of what Medart Service 
means ... Look at the battered, worn and stripped gears in 
this picture. That's just the way they were shipped to Medart. 
They were promptly duplicated and promptly shipped. No 


Medart-Timken Self- blue prints. No long-winded correspondence or instructions. 
Aligning Pillow @ ss 
Block . _. Medart- Just an everyday order to ship us new gears to match the 

imken Flange Bear- a — ° 

ings, Bull and Socket broken ones we are sending you”... This is typical of Medart 
anger Bearings an P m ‘ ° 

Unit Mountings also Service —it's the kind of service you and your customers get 

avatlaDie. 


when you specify Medart. 





What Do You Mean —SERVICE? 


We mean prompt service on “Everything in Power Transmis- 
sion and Special Equipment”... We mean Engineering Service 
... Sales Assistance ... Sound Recommendations on any 
power transmission application that calls for high-operating 
efficiency and low-operating costs. 





Medart Pulleys— 


Steel and Iron, also 









pa li cw MEDART AND THE 

s are re) f { 

p neath aang Soom “POWER TRANSMISSION COUNCIL” 
Medart Gears can be furn- See the “Power Transmission Council” advertisement in this 
ishedin a compiete range o' 
szes and types — cast iron, issue. If you and your salesmen are taking advantage of 
machine molded and cut -—— 
spur, miter and bevel. this — SEE MEDART for Sales Assistance and Service on 

LANs, EVERYTHING IN POWER TRANSMISSION AND SPECIAL 


GEAR EQUIPMENT. 
Get details of the Medart Distributor Policy. 


THE MEDART COMPANY, General Offices and Works: 3512 DeKalb St., St. Louis, Mo. 


Engineering Sales Offices: Cincinnati, Cleveland, New York, Philadelphia, Buffalo, Chicago, Pittsburgh, 
8 até New Orleans, San Francisco, Los Angeles, Dallas, Denver, Charlotte, Birmingham, Milwaukee 





EVERYTHING IN POWER TRANSMISSION & SPECIAL EQUIPMENT 
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you get this 




























service to help 
you sellthem.... 


BELMONT —For every sales- 
SAMPLE KIT man, small enough 
to be carried in the coat pocket 
BUT large in convincing the pros- 
pective purchaser of the quality of 
the Belmont line. Contains samples 
of major types in the Belmont line. 


BELMONT —direct to your 
ADVERTISING prospects through 
consistent use of trade papers and 
direct mail literature for distribu- 
tor's use. 


BELMONT — showing the 
CATALOG complete Belmont 
line and information on recommen- 
dations for every kind of packing 
service. 


Such cooperation cannot help but 
produce results for the distributor in 
the sales of these high quality pack- 
ings to industry. And, back of this 
cooperation is Belmont's enviable 
reputation for producing packings 
that can be depended upon regard- 
less of how severe the service re- 
quirements may be. 








Your 
investigation 
involves no 
obligation 








Butler & Sepviva Streets, ° ° ° 


Philadelphia, Pa., U.S. A. 
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It is a pleasure to introduce to indus- 
trial distributors everywhere a member 
of their fraternity who has carried on 
at Everett, Washington, as a distribu- 
tor since 1905, Irving L. Lloyd, presi- 
dent of The Lloyd Company. He hails 
originally from what is now Woodland, 
Delaware, although it had another name 
when he was born. He takes frequent 
trips back east to his old stamping 
grounds in Norfolk, Philadelphia and 
New York. “And,” says he, “I cer- 
tainly do have fun when I go there.” 





TAYLOR PLANS INDUSTRIAL 
SHOW 

@ AN industrial show and “open 
house” is being planned by 

William H. Taylor and Company, 

Incorporated, -Allentown, Penn- 

sylvania, for late November or 

early December. 

G. F. R. Bahnson, vice-presi- 
dent, says, “We hope to pull ina 
good attendance from those who 
buy from us but have never been 
in our plant or who purchase only 
a portion of our line simply be- 
cause they do not realize the size 
and diversity of our stock.” 


NEW CATALOG FOR 
McDONALD 

e A. Y. McDONALD MANU- 

FACTURING COMPANY of 
Dubuque, Omaha, Minneapolis, 
Des Moines, Kansas City, Grand 
Island and Sioux City, has re- 
cently issued a new catalog on 
pipe, valves, fittings, water 
works supplies and steam sup- 
plies for the industrial trade. 
This book is issued separately 
from the company’s plumbing 
supply catalog and other depart- 
mental books. 

This latest catalog contains 
304 pages. It was printed by R. 
R. Donnelley and Sons Company. 


MILL SUPPLIES 




















cor /| YEARS MAKERS OF 


UNIFORMLY DEPENDABLE 
HEADED AND THREADED 


Bolts and nuts in all standard and special 
shapes, sizes, alloys and finishes. Standard and 
special rivets of all kinds. Wire rope clips. 
Turnbuckles. Automotive and railroad special 
items. Headed and threaded products for 
every use. Your specialities are our specialty. 


NOVEMBER, 1934 
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ARMSTRONG 


“@Mhen You Get Your 
New ARMSTRONG 
B-35 Catalog....... 


When you receive your B-35, check it over care- 
fully. It is more than a new catalog. It is the 
announcement of many new ARMSTRONG Lines, 
and of many new tools added to the established 
ARMSTRONG Lines. It is the manual of fine 
tools and the key to increased sales and profit. 


Study the new ARMSTRONG Catalog . . . see that 
all in your organization review it for it is industrial 
history that ARMSTRONG Lines are born leaders, 
are destined for pre-eminence. Expertly built, each 
takes its place as first in its field. It is no idle 
phrase that, “You will never get stuck on an 


ARMSTRONG Line.” 








240 oa 
ower Tools 


ARMSTRONG 


TOOL HOLDERS 
—for Lathes, Planers, Shapers 
*TURRET LATHE TOOLS 

HIGH SPEED STEEL 
*CARBIDE — RS 

et he 

RATCHET DRILLS 

OPEN END WRENCHES 
*SOCKET WRENCHES 
*RATCHET Lt NCHES 
*STAR DRILI 

M ac — SHOP SPECIAL- 


annstiihs bros 


STOCKS AND DIE 
— SDING PIPE THRE AD- 


PIPE CUTTERS 
*PIPE REAMERS 
PIPE VISES 
PIPE TONGS 
PIPE WRENCHES 


First Showin g 


* Indicates New Lines 























mailed this month to 
Industrial Distributors. 
If you do not receive 
yours, please notify us. 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
305 N. Francisco Ave., CHICAGO, U. S. A. 
New York Sales Office: 109 Lafayette St. 
London Branch: ARMSTRONG BROS. TOOL CO., LTD. 








| cold rolled 


| cover the company’s 


B-35 Catalogs will be | 


HASELTINE BUYS NEW SITE 
e J. E. HASELTINE AND 

COMPANY, Portland, Ore- 
gon, has recently purchased an- 
other piece of real estate upon 
which to erect an additional 
warehouse sometime between 
now and next spring. The new 
warehouse will be used for steel 
and other heavy commodities and 
will double the company’s pres- 
ent facilities. The office, display 
room and general stock will re- 
main at the old location. 


NATIONAL MILL SUPPLY 
DISTRIBUTES CATALOG 
e THE NATIONAL MILL 

SUPPLY COMPANY, Fort 
Wayne, Indiana, is now distrib- 
uting its new catalog to custom- 
ers and prospects. 

This book, compiled by R. R. 
Donnelley and Sons Company, 
consists of 332 pages. It is bound 
in full cloth, stamped in gilt and 
carries on its cover a reproduc- 
tion of the American flag in full 


color, a treatment which has been 


used by this company for years. 
The catalog covers factory 


| equipment, electrical equipment, 


transmission supplies, 
oils, varnishes, 


paints, 
steam boilers, 
steel, brass rods, 
sheets and tubes. It does not 
line of 
plumbing supplies, which is han- 


| dled in a separate catalog. 


SHUE JOINS STEINMAN 
SALES FORCE 
@ SCOTT SHUE has been added 
to the sales force in the mill 
supply department of the Stein- 
man Hardware Company, Lan- 


| caster, Pennsylvania. He is call- 
| ing on many accounts which have 
| not been contacted previously by 
| this company. 


THREE MEN ADDED BY 
STANDARD-SHANNON 
@e NORMAN BAILY, formerly 
president of the Baily Hard- 
ware Company, has been em- 
ployed in a sales capacity by the 
Standard-Shannon Supply Com- 
pany, Philadelphia. 


This company has also secured 


| the services of R. A. Benckley and 
| Leon Ballow, as new, but experi- 


enced salesmen. 
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NOTE 


The head diameter of the 
Knurled “UNBRAKO” is ex- 
actly equal to that of the 
Smooth-head—size for size— 
as the slight swelling, due to 
the Knurling, has been al- 
lowed for. 

















U. S. and Foreign Patents Pending 


The Knurled “Unbrako” 


Fingers become geared to the 
knuried head so they can’t 
slip, which makes the knurled 
“Unbrako”’ a real time and labor 


U. S. and Foreign Patents Pending 





Old Smooth-Head 


Fingers slip and slide. Hard and 
slow te drive. 


stan The Knurled “Unbrako” 


Exhaustive investigations have satisfied 
us that the Knurled “Unbrako”’ will be- 
come the favorite Socket Head Cap Screw 
with the Die makers, Tool makers and 
Mechanics in general and, therefore, bet- 
ter stock the Knurled ““Unbrako”’ now. 

The Knurled “Unbrako” costs no more 


than the old-style smooth-head “Un- 
brako’”’ Cap Screw—size for size—and is 
absolutely equal to it in strength, ac- 
curacy and quality. 

When ordering be sure to call it by its 
right name—The Knurled “Unbrako”’. 
Get our “Unbrako”’ Price List. 


Order by Name—Specify the Knurled “Unbrako” 
FREE SAMPLES 





STANDARD PRESSED STEEL CO! 








BRANCHES 


BOSTON JENKINTOWN, PENNA. 
BOX 519 


CHICAGO 
DETROIT 


BRANCHES 
NEW YORK 
SAN FRANCISCO 
ST.LOUIS 
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UILD 


GREATER SALES 
AND PROFITS 
BY PROMOTING 


MODERNIZATION 


Mey HODERNIZATION is the §|| 
I\'Y¥4% watchword of alert indus- 

MaE trial executives—they re- 
alize that the great saving of time 
and money which up-to-the-minute 
equipment brings about is essen- 
tial, in these days, to profits. 








Plant modernization in many in- 
stances will close the gap between 
profit and loss and this difference 
between profit and loss in plants 
you visit may be the difference 
between modern materials han- 
dling equipment and obsolete 
methods. 














Modernization means sales oppor- 
tunities for distributors. Look for 
applications for Yale Chain Hoists 
and Trolleys in the plants you con- 
tact. Note all places where hoist- 
ing and conveying is being done 
slowly and unsafely by out-of-date 
methods—for hoists that need re- 
placement. 


Then sell them Yale — the safest, 
most powerful and efficient equip- 
ment made. 


THE YALE & TOWNE MFG. CO. 


PHILADELPHIA DIVISION, Philadelphia, Pa. U. $. A. 
52 
























Although up to his neck in details and 
literally chained to the old “work 
bench,” Ira Gillhespy, manager of the 
mill supply department, F. Raniville 
Company, Grand Rapids, Michigan, 
finds time to break out a smile for our 
photographer. 


PS ee 





NEW WEED CATALOG ISSUED 
@ WEED AND COMPANY, 

Buffalo, New York, is distrib- 
uting Catalog number 32, cover- 
ing mill, railroad, contractors’ 
and electrical supplies. 

This catalog contains 572 
pages, is bound in full cloth, 
stamped in two colors of ink and 
bears the Weed diamond-shaped 
trade mark, reading, ‘“Estab- 
lished 1818 — 100 years of suc- 
cessful business.” It was com- ; 
piled by R. R. Donnelley and Sons 
Company. 
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ENGINEER ADDED TO 

ISAACSON SALES STAFF 
e L. G. ISAACSON, president 7 

of the company bearing his 
name in Aberdeen, Washington, 
has announced the addition of a 
specially trained engineer to his 
company’s sales organization. 
This man will assist customers to 
solve engineering problems as 
they bear on the application of 
industrial supplies and equip- 
ment. 


TUCSON DISTRIBUTOR 
ADDS SALESMAN 
e THE RONSTADT HARD- 
WARE AND MACHINERY 
COMPANY, Tucson, Arizona, 
has employed a special salesman 
to contact mining companies, 
state, county and municipal insti- 
tutions and the larger ranchers. 
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Marble-Like 
Smoothness 


The aluminum powder 
used in Permite is 
screened to an extreme 
fineness, assuring a coat 
so smooth that dirt and 
soot will not cling. 





Lasting 
Brilliance 
The vehicle used in Per- 
mite assures maximum 
leafing and lasting bril- 
liance. 





1 


Heat 
Resistant 


Heat-Resisting Permite 
can be used with safety 
on surfaces with a tem- 
perature up to _ 1000° 
Fahrenheit. 





Always 

Workable 
The synthetic vehicle of 
Permite prevents oxida- 
tion. So Permite never 
oxidizes into a hard mass 
or loses its color in the 
can. 


Permite is made in 
two types—Non- 
Corrosive and Heat 
Resisting. 
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Every paint has hidden qualities. The fact that your customers can 
buy paint at almost any price proves it. For many of those hidden 
qualities, the vehicle of the paint is chiefly responsible. So in the 
Permite Laboratory we tested 76 run-of-market vehicles against the 
exclusive synthetic vehicle used in Permite Ready-Mixed Aluminum 
Paint. 


Of the 76, only 3 came through the tests 
with showings that even approached Per- 
mite results for resistance to moisture, to 
heat, to fumes to discoloration. The 73 
that failed are the kind that go into “‘price 
competition” paints. 


With Permite Ready - Mixed Aluminum 
Paint, you can lift your paint sales above 
price competition. For its proven qualities 
assure greater hiding power, greater cov- 
erage, longer life. 
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Write or wire today for complete informa- 
tion on selling Permite ‘“‘by the foot.”’ 


ALUMINUM INDUSTRIES, INC. 


CINCINNATI, OHIO 
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Mr. Mill Supply Salesman: 

If your house hasn't yet taken on Kable Kord 
Show this to your 
Salesmanager... 
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BELTS 
Kord 


G OVER! 


est — from 
orders for 


Kable 
iS GOIN 


Your Finger can tell you why 


KABLE CORD GRIPS! 
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Slowly and lightly, slide your finger 
across a smooth surface. Suddenly, 


exert pressure. Your finger STOPS! 
Pressure — that’s what stopped your 
finger. And, in Kable Kord it’s the 
pressure of the contactor belt upon the 
pulling cords that prevents Kable Kord 
from slipping on a pulley ... that pro- 
vides Kable Kord with a positive grip! 












- Be. een: 





L. H. GILMER CO. 


PHILADELPHIA 


TACONY 






Kable Kord is furnished both 
endless and in rolls. Kable 
Kord Endless comes in 
standard and special sizes. 
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STANDARD-SHANNON 
DISTRIBUTES AUTOVENT 


e THE STANDARD-SHAN- 

NON SUPPLY COMPANY, 
Philadelphia, has been appointed 
the exclusive industrial and rail- 
road distributor in its territory 
by the Autovent Fan and Blower 
Company, Chicago, manufactur- 
er of unit heaters and mill ex- 
hausters as well as fans and blow- 
ers. An engineer will assist its 
sales force in figuring installa- 
tions. 


STANGEL ADDS SALESMAN 


e THE J.J. STANGEL HARD- 

WARE COMPANY, Manito- 
woc, Wisconsin, had added one 
man to its industrial supply de- 
partment, bringing the total to 
four. A total of 35 persons make 
up the personnel of this organ- 
ization. 


WOODWELL DISTRIBUTES 
ROLLER CHAINS 


e H. J. MENGES, sales man- 
ager, Joseph Woodwell Com- 
pany, Pittsburgh, Pennsylvania, 
reports that his company has 
taken on the distribution of Bald- 
win-Duckworth roller chains and 
sprockets for industrial plants. 


OLIVER ADDS SALESMAN 


@ A NEW salesman, who will 

specialize on garage repair 
shops, collision shops and paint 
shops, has been added to the sales 
organization of the Oliver Abra- 
sive and Tool Company, Incorpo- 
rated, Buffalo, New York. 








This Message ss Uddressed to Lunkenherme 
Distibulors and Shes Salesmen. 





Every Plant a Prospect 


Virtually every plant you call on is a prospect 
for one or more items in the Lunkenheimer line. 


Analyze your customers’ needs, then check 
through the Lunkenheimer “Guide” and observe 
the many products that fill these requirements. 


And remember this—when you sell a Lunken- 
heimer Product, the outstanding service it renders 
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usually leads to the purchase 
of other items in the line, and 
frequently to eventual stand- 
ardization. 


That’s the beauty about 
selling “Lunkenheimer’”— 
the product justifies the sales- 
man’s confidence in it and 
backs up his belief one hun- 
dred per cent. 


Keep “Lunkenheimer” in 
mind when you make your 
calls; you will be surprised 
how many orders you will 
obtain. 


PLUG TYPE VALVES 
for Severe Service 
Fig. 1021-P, 150 Ib. SP “‘Ferrenewo” 
Fig. 73-P, 200 Ib. SP “Renewo” 
Fig. 16-P, 300 lb. SP “Renewo”’ 
Illustrated in booklet 541-A, 


THE LUNKENHEIMER Co: 


—= QUALITY "= 
CINCINNATI, OHIO. U.S.A. 


NEW YORK CHICAGO BOSTON 
PHILADELPHIA SAN FRANCISCO 








F. H. Stearns, representative for SKF | 
Industries, Incorporated, center, is inter- 
rupted in his work with M. V. Burlin- 


| 
game, left, of the Kellogg-Burlingame | 
J. C. Ryan, salesman for the same 


company. | 


EXPORT DEPT. 318.322 HUDSON ST, NEW YORK 





NOVEMBER, 1934 55 














NATIONAL 


— Dynamic Action 


CUTTING TOOLS 


NATIONAL SPUR, HELICAL AND 
WORM GEAR HOBS 


> Zz) & 


: Hobs for Spur, Helical and Worm 
i ee ee ae A 


Gears can be furnished in a variety 
of sizes and pitches. Roughing or 
Finishing, Right or Left Hand are 
available both in Ground and Un- 
'’ ground forms. See Catalog for 
listing. 


Peeedidd 


PTTTGtt 
ABRARRSES 





NATIONAL SPLINE SHAFT HOBS 


Spline Shaft Hobs are made to suit 
the requirements of the parts to be 
machined. Blue prints or specifica- 
tions giving dimensions of spline 
shaft should be submitted. 

Can be furnished with both Ground 


and Unground forms. 





NATIONAL THREAD MILLING CUTTERS 
OR THREAD MILLING HOBS 


Thread Milling Cutters with multiple 
threads are known as Thread Mill- 
ing Hobs. They are used for milling 
threaded portions on parts during 
one revolution of the work. 


Specifications, giving pitch and size 
of cutter should be submitted. 





A Complete Line of 


TWIST DRILLS, REAMERS, HOBS, MILLING CUTTERS, 
SPECIAL TOOLS 


NATIONAL TWIST DRILL & TOOL CO. 


DETROIT, U.S.A. 


Tap and Die Division 
WINTER BROS. CO., WRENTHAM, MASS. 
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Cc. J. Fuller, formerly with the Hayden 

Supply Company, who now heads his own 

company, Fuller Supply Company, Incor- 
porated, in Grand Rapids, Michigan. 





ST. PAUL HOUSE ADDS 
TWO MEN 
@ ROBINSON, CARY AND 
SANDS COMPANY, St. Paul, 
Minnesota, distributor, has add- 


| ed two men to its sales force, ac- 


| 
| 


cording to E. H. Sands, Jr., vice- 
president. 


NEW HOIST LINE FOR 
UNIVERSAL VALVE 

e THE line of  spur-geared 

hoists manufactured by the 
Philadelphia Chain Block and 
Manufacturing Company is now 
being distributed in the Cleve- 
land territory by the Universal 
Valve and Fittings Company, In- 
corporated. 


LUFFMAN JOINS ROBY 
e H. L. LUFFMAN, for the last 
18 years connected with Hom- 


_ er Strong and Company, Roches- 
_ ter, New York, has joined the 
| sales organization of The Sidney 


B. Roby Company of the same 
city. 


DON F. JOHNSON PUSHING 
THRASHER LADDERS 
e DON F. JOHNSON AND 
COMPANY, Buffalo, New 
York, has put in a stock of lad- 


| ders and ladder equipment manu- 
| factured by the Thrasher Manu- 
| facturing Company, Perrysburg, 
| New York. 


Don Johnson, president, says, 
“We find that there is a very de- 
sirable volume of business to be 
had by specializing and aggres- 
sively pushing the sale of ladders. 
We are looking forward to a very 
satisfactory profit on this line.” 
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HENRY VOGT MACHINE CO., Louisvitte, KENTUCKY 


INCORPORATED 


New York Cleveland 


Oil = Steam 
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Drop 
Forged 
Alloy Steel 


DROP FORGING 


alone assures fine 




















grain structure and 
soundness; therefore 
drop forged Alloy 
Steel Valves and Fit- 
tings are better than 
cast valves and fit- 
tings for high pres- 
sure and high tem- 
perature work. 


Write for Catalog F-7 


Philadelphia Dallas 


ANG 
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ps raisuTrers coece 


There never existed a better 
opportunity to acquire a 
Bearing Service so complete 
and so well adapted to your 
plan of merchandising as that 
offered by Johnson Bronze. 


Here is a pledge of 
sincerity. ..a policy 
that will always insure 
Positive Factory— 
Distributor 
Cooperation. Definite 
profits are assured. A 
Johnson Distributors 
agreement makes 
you PART of our 
Organization. 


6 POINT 
DISTRIBUTOR 
POLICY 


and SALESMEN.... 


JOHNSON BRONZE COMPANY 


Factory and General Offices—535 South Mill Street 
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In maintenance, every plant uses 
Bearing Bronze and machine build- 
ers are volume accounts. The 
Johnson Bronze complete bearing 
service consists of ... Johnson 
UNIVERSAL completely machined Bars 
. . «600 sizes of General Purpose 
Bushings. . . The popular Electric 
Motor Service Bushings . . . and 
both Lead-base and Tin-base 
Babbitt. 


It’sthe bronze with the broadest applications 
and therefore eliminates sales resistance, 
increases sales volume and makes every call 
more profitable. Performance and 
consistent quality dictated its acceptance 
by all industry. 


NEW CASTLE, PA. 











SCALLAN EMPLOYS 
SPECIALTY SALESMAN 
e THE SCALLAN SUPPLY 

COMPANY, Cincinnati, Ohio, 
has added a specialty salesman to 
its force. 

Joseph A. Scallan, president, 
says in explanation, “We find un- 
der present conditions, with the 
low volume, competition on 
staple items is very keen. We are 
pushing profitable specialties on 
which we control the sale in our 
territory.” 


LOMBARD IRON WORKS 
PUSHES NEW LINES 

e THE LOMBARD IRON 

WORKS AND SUPPLY 
COMPANY, Augusta, Georgia, 
has not only added the fo'lowing 
new lines but reports substantial 
progress since their addition: v- 
belts and sheaves, Alemite fit- 
tings, welding supplies and elec- 
tric water systems. 


PASSAIC DISTRIBUTOR 
INCREASES ORGANIZATION 
@ BETTER business in recent 

months has caused the New 
Jersey Engineering and Supply 
Company, Passaic, New Jersey, 
to increase its force. One outside 
salesman, a warehouse man and 
an addition to the clerical force 
have been employed. 





A. W. Hollingsworth has recently been 
appointed manager of industrial sales 
for the Seattle Hardware Company, Seat- 
tle, Washington. He also acts as manager 
for the Marine Supply Company, a sub- 
sidiary. Mr. Hollingsworth was for- 
merly manager of the Weeks-Howe 
Company, a marine hardware and in- 
dustrial supply distributor. This com- 
pany has since been dissolved. 
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THE REPUBLIC 
9-POINT POLICY 
™ 


A line of rubber items sufficiently 
complete to permit effectively sup- 
plying the requirements of the 
trade solicited. 


» 

A quality of product uniformly 
good and capable of delivering 
service results that should reason- 


ably be expected. 


a 
A price basis inducing and mak- 
ing possible aggressive competi- 
tion with reasonable profit return. 


»* 


Freedom from competition 
from his source of supply, 
either direct or indirect, 
among the trade 

his day to day solicitation. 


» 


Selling helps of reasonable 
amounts so that his sales force 
may be given the advantage of 
specialized training and a knowl- 
edge of the product sold. 





COOPERATION 


NLY WHEN a manufacturer and a 

distributor work together toward 
a single aim can there be cooperation. 
That aim must be the distributor’s 
progress in a definite field—by no other 
can the manufacturer succeed. If either 
fail to cooperate, both lose. 


Republic’s relations with its distribu- 
tors are noteworthy examples of busi- 
ness cooperation carried to its most fruit- 
ful results. Those relations are founded 
on a business policy that recognizes all 
of the distributor’s capabilities and aids 
him to make the best of them. 


THE REPUBLIC 
RUBBER CO. 


MECHANICAL RUBBER PRODUCTS 
FOR EVERY INDUSTRIAL REQUIREMENT 


YOUNGSTOWN, OHIO 


LEADERSHIP IN POLICY. PRODUCT AND PERFORMANCE 
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VAILLANT 


SALES POSSIBILITIES IN NEW PRODUCTS 


INN TT 


CLOSED BACK SHOVEL 





@ THIS new shovel is known as the 

Wood’s Closed Back and, in many 
ways, resembles the familiar hollow 
back type except that, instead of the 
usual hollow in the back of the blade, 
there is a steel plate welded securely 
to the blade and extending up into the 
socket. The upper part of the plate, 
however, is free to permit flexing and, 
since there is no strain on the insert, 
it cannot pull loose. By this construc- 
tion, the one piece steel blade is made 
smooth both front and back, and yet 
permits the use of the tapered socket 
which is heat-treated to provide 
greater strength and springiness than 
a heavy solid shank offers. Another 
advantage is that, with this type of 
socket, the lift or bend usually only 
found in plain back shovels is applied 
in this new model. Other features are 
the straight handle and turned shoul- 
der. To replace a handle it is only 
necessary to push the new handle into 
position and replace two rivets. The 
turned shoulder consists of a lapping 
over of the metal at the top of the 
blade and the pressing of this double 
thickness of metal into a_ sturdy 
beading which gives greater strength 
to the frog, eliminates blade splitting 
and provides greater foot comfort for 
workers.—The Wood Shovel and Tool 
Company, Piqua, Ohio. MILL SUP- 
PLIES, November, 1934. 


PORTABLE ROTARY PLANER 





@ THIS planing outfit consists of a 

powerful heavy-duty driving unit 
with a universal motor, a three-con- 
ductor cable with plug and two planer 
heads, one for gouging and one for 


surfacing. These heads are _inter- 
changeable on the right-angle spindle 
of the driving unit. The planer head 
itself consists of a shaped disc, 5- 
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inches in diameter, in which are set 
three planer blades held in place by 
two screws. Blades are adjustable for 
either deep or shallow cutting, the 
adjustment being a quick and simple 
operation. Uses include: smoothing 
and fitting joints in concrete forms; 
rough surfacing wood floors, decks, 
boat hulls, and piers; beveling and 
shaping planks, beams and other 
heavy timber; removing stencils and 
branded marks from kegs, casks, bar- 
rels and packing cases.—The Black 
and Decker Manufacturing Company, 
Towson, Maryland. MILL SUPPLIES, 
November, 1934. 


GOGGLE 





@ THIS new goggle combines the 

protective qualities of both chip- 
pers’ and welders’ types in one gog- 
gle for the many workers in industry 
whose unusual jobs require them. 
This style goggle is also designed to 
fit equally well whether or not the 
wearer uses spectacles. Many eyes 
have been injured because workers 
whose jobs require the use of two 
types of goggles, were apt to take a 
chance rather than lay down their 
tools to change goggles. — Willson 
Products, Incorporated, Reading, 
Pennsylvania. MILL SUPPLIES, No- 
vember, 1934. 


METAL JOINTS 





@ THE construction of these Bronco 

metal joints is such that horses 
made with them are rigid and free 
from side sway. To assemble the 


horse with these joints it is only nec- 
essary to cut the lumber to desired 
lengths and tap into place with a 
hammer. The elimination of nails or 
screws makes it possible to quickly dis- 
mantle the horse for storage—Crane 
Packing Company, Chicago, Illinois. 
MILL SUPPLIES, November, 1934. 


MAULS 


@ A NEW line of mauls, made of 

lignum-vitz wood, a product of the 
tropics and said to be the hardest and 
heaviest wood in the world, has ap- 
plications in foundries, tank work, 
boiler flanging, copper smithing, sewer 
work, shipyards and railroads. The 
use of this wood does away with the 
necessity of banding thus eliminating 
the danger of sparks. Manufacturer 
claims maul will not broom or split 
at the ends easily. Available in all 
standard sizes from six pounds up.— 
Lignum-Vite Woodturning Company, 
Incorporated, Jersey City, New Jer- 
sey. MILL SUPPLIES, November, 
1934. 


PULLER-HOIST 





@ A PULLING JACK that can be 
used for overhead vertical lifting, 
the “anchor” puller-hoist is a lever- 
operated mechanism, using simple 
principles of leverage, working on a 
ratchet-toothed chain sprocket wheel, 
and a load chain with a swivel hook. 
Hoisting speed is two to four-feet per 
minute, according to the load. At 
present it is made only for a rated 
capacity of 14%2-ton. Hoist weighs 29 
pounds and 15-foot chain, 16 pounds.— 
Edelblute Manufacturing Company, 
Reynoldsville, Pennsylvania. ILL 
SUPPLIES, November, 1934. 
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NEW SCREW PLATE PLAN 


Complete Line Revision 


Provides Screw Plates for Every Need and Every Pocket Book 


This is the first complete announcement of our new line-up. Notice 
how it fits the needs of every different type of screw plate buyer. 


@ “LITTLE GIANT’-FOR THOSE WHO WANT THE FINEST MONEY CAN BUY 


The “Little Giant” Screw Plate is too well, known to need 
description. Highest quality, accurate, with a wide range of 
die adjustment, it continues to be the finest screw plate 


made. For hard, long-continued service recommend a 
“Little Giant”. 


This is an entirely new line with wonderful performance and 
quality features. Certain economies in finish and the use of a 
new type of stock which eliminates the need for collets have 
operated to reduce costs. The dies are exactly the same as in 
“Little Giant” Screw Plates. The price is substantially down. 


You will want to hear about this new line. 





@ “0. K. JR.”’- GREENFIELD QUALITY IN A LOW PRICED, ROUND DIE SCREW PLATE 


“O.K. Jrs.” are round die screw plates with adjustable dies— 
“Greenfield” Quality throughout. Supersedes other round die plates 
in our former lines. The “O.K. Jr.” line has met with instant success. 


For those who want a round die type plate but in a finer finish, there 
is the “O.K. Jr. De Luxe Line” at a slightly advanced price. 


Screw Plate distributors should become familiar with these three lines. 
Each contains a complete assortment of sizes in both NC (USS) and 
NF (SAE) threads. We believe this line revision will go far to 
increase screw plate volume and make them more profitable to distribu- 
tors. For full details ask the Greenfield representative or write direct 


to Greenfield. 





BRANCHES 








New York 
15 Warren Street 


GREENFIELD § TAP AND DIE 
CORPORATION 


GREENFIELD, 


Canadian Plant 
Greenfield ap & Die Corp. 
of Canada, Ltd., 

Galt, Ontario 


Chicage 
611 W. Washington Bivd. 






Detroit 
228 Congress St., W. 


NOVEMBER, 1934 6! 
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SALES POSSIBILITIES IN 


NEW PRODUCTS 
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RATCHET 





@ FOR use in ditches, corners or 

close to walls, this Beaverette 
ratchet threads “4, %, % and %-inch 
pipe without changing dies or bush- 
ing. Instantly adjusted for cutting 
oversize or undersize threads. The 
universal pipe guide centers the pipe 
accurately. Close nipples can be cut. 
A new locking device is located on 
top of the tool. Two sets of dies are 
always in the tool to take care of two 
different thread pitches. Can be used 
on iron and steel as well as brass or 
copper pipe.—The Borden Company, 
Warren, Ohio. MILL SUPPLIES, 
November, 1934. 


MOTORIZED CAR SPOTTER 

















e@ THIS vertical-capstan electric car 

spotter will hereafter be furnished 
“motorized,” meaning that the motor 
will be attached direct to side of spot- 
ter housing, with the result that no 
motor shaft coupling or separate mo- 
tor base plate will be required. With 
motor bolted to side of spotter hous- 
ing, proper initial and permanent 
alignment of motor shaft is assured; 
and the plan measurements of foun- 
dation required are a minimum. The 
motor shaft extends into a substan- 
tial one-piece housing, which contains 
all gears ...a helical-gear reduction 
at motor, and a worm-gear set. The 
gears run in oil, and are readily ac- 
cessible. The motor is of high-torque 
fully enclosed type, and can be re- 
moved as a unit complete with motor 
pinion, without disturbing the rest of 
the machine. The capstan.is machine 
finished to prolong the life of the car 
haulage rope. Available in two sizes. 
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The smaller machine has a rope pull 
of 5000 pounds, and the larger size, 
10,000 pounds. — Link-Belt Company, 
Chicago, Illinois. MILL SUPPLIES, 
November, 1934. 


HELMET 





@ THERE are, in industry, many 

workers whose jobs involve risk of 
disfigurement of the face as well as 
injury to the eyes. They require spe- 
cial equipment which will give them 
wide angle horizontal and vertical 
vision at the same time that it gives 
them comfortable and dependable face 
and eye protection. This new helmet 
is made of tough fibre to withstand 
the blows of flying particles, yet is 
light in weight and does not tire the 
worker. The headgear is adjustable 
and the helmet can be set easily and 
quickly in either an “on” or “off” 
position. Large, clear lights of lami- 
nated safety glass provide wide angle 
vision and aapenielie eye protection. 
—American Optical Company, South- 
bridge, Massachusetts. MILL SUP- 
PLIES, November, 1934. 


MOTOR 





@ A NEW motor with built-in speed 

reducer—the Type K3-M 1/7 horse- 
power motor, equipped with a sturdy 
single gear reduction unit, capable of 
carrying the full power of the motor, 
has been announced. It is of the uni- 
versal type, operating on either direct 
or alternating current. Three gear 
ratios can be supplied from stock— 
5:1, 14%:1, and 34:1, giving shaft 
speeds of 1300, 448 and 191 revolu- 
tions per minute respectively. The 
grease type gear housing forms an in- 
tegral part of the motor frame. The 
illustration shows the standard mount- 
ing but, when required, the gear unit 
can be positioned: on the motor case 


so that the gear shaft projects at any 
desired angle in relation to the base 
(always at right angles to the arma- 
ture shaft). Gear unit is fitted with 
a single ball thrust bearing to take 
the thrust of the worm.—The Dumore 
Company, Racine, Wisconsin. MILL 
SUPPLIES, November, 1934. 


DIAL INDICATORS 





@ A COMPLETE line of dial indica- 

tors has been designed to handle 
the countless measurements involved 
in production and inspection in the 
tool and machine industry. Stainless 
steel and chromium plating are used 
extensively to make them completely 
rust-proof —the gears, rack, dowels, 
screws, stem and bushings being stain- 
less steel and the case and bezel 
chromium plated. Back is a solid die- 
casting, recessed to hold a lug for 
clamping the indicator to tool spin- 
dles, machinery, production jigs or 
fixtures.—The L. S. Starrett Company, 
Athol, Massachusetts. MILL SUP- 
PLIES, November, 1934. 


BLOWPIPE HEAD 





@ A NEW welding head, known as 

the Multi-Flame Lindewelding 
Head, is designed for use on W-17 or 
W-22 Oxweld blowpipes. The head 
consists of a special chromium-plated 
stem and tip, available in three sizes, 
their use —— upon the pipe size. 
Its radical departure from other blow- 
pipe heads is the design of the tip to 
give three flames; a main welding 
flame and two smaller auxiliary flames, 
the latter so positioned as to preheat 
both edges of the vee ahead of the 
point of welding. —The Linde Air 
Products Company, New York, New 
by MILL SUPPLIES, November, 
1934. 
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The New Dodge 
“‘L-D”’ Sheave for 
“A” and “B” Drives Of- 


fers Unusual Opportuni- 
ties for Sales and Profits 


Dodge “L-D” Sheaves have already made 
a hit with industry. They are preferred 
because cast iron sheave advantages are 
well known and now they are available 
at a low price. 


“L-D” Sheaves offer unusual opportunities 
for volume sales and substantial profit. 
The Dodge distributor proposition is very 
attractive and is backed by a sales policy 
insuring full co-operation. 


All “L-D” Sheaves are securely packed 


Solid Type “L-D” Sheave 
and Interchangeable Bushing 
with boxes in which they are 
packed. 


NOW YOU CAN OFFER GoextSow 
PRECISION SHEAVES AT LOW COST 









A You Sell 




















in heavy corrugated indi- 

vidual cartons properly 

labeled to indicate pitch diameter and number 
of grooves as well as symbol of bushing required. 
Bushings are also packed in individual cartons 
labeled with symbol and bore. 


Your trade will expect you to supply “L-D” 
Sheaves for “A” and “B” Drives. Write for 


complete information. 


This New 
Data Book 
Will Help 





More 


Drives 








DODGE MANUFACTURING CORPORATION, Mishawaka, Indiana 














NOVEMBEP 


1934 
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The new Catalog No. 34 now being distributed by Weed & Company of 
Buffalo and Rochester is the fourth successive Donnelley-built catalog 
issued by that successful company. 


Dunrinc the month of October, more 
mill supply distributors have placed orders 
for new catalogs with Donnelley’s than in 
any other month, except one, in the last 
four years. 

@® During the past six months, more mill supply catalogs have 


been placed with Donnelley’s than in all of 1932 and 1933 com- 
bined. A decided majority are repeat orders. 


@ With selling activity increasing, can you afford to let buyers 
judge your house—and your goods—by your present catalog? 


@ Full information about the Donnelley service is yours for 
the asking. No obligation. 


WRITE 


R. R. DONNELLEY & SONS CO. 


350 EAST TWENTY-SECOND STREET CHICAGO 
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TWO ADDITIONS TO 
SMITH-COURTNEY FORCE 
e THE SMITH-COURTNEY 

COMPANY, Richmond, Vir- 
ginia, has added George W. Syd- 
nor to its sales staff and employed 
Lambert D. Falk as store man- 
ager. Mr. Falk was for many 
years connected with the H. 
Channon Company of Chicago. 


EXPENDITURES DOUBLED 

@ REHABILITATION and im- 

provement of neglected prop- 
erty of all kinds is growing into 
a national program, according to 
a statement made by Thomas S. 
Holden, vice-president of F. W. 
Dodge Corporation. Contracts 
for alterations and additions to 
all classes of structures have 
doubled in volume this year as 
compared with last year. In the 
37 eastern states the amount of 
such work recorded in the first 9 
months of this year was $277,- 


| 878,300, compared with $139,- 








418,000 for the corresponding 
period of 1933. A little over half 
of this year’s modernization ex- 
penditures were made on pri- 
vately-owned commercial, indus- 


| trial and residential buildings. 


The largest single item in this 
year’s record was $56,213,800 for 
commercial building improve- 
ments, a 69% increase for this 
class of work over the corre- 
sponding period of last year; al- 
terations and improvements for 
residential structures amounted 
to $45,977,100, a 36% increase 
over last year. These figures do 
not include small repair jobs, or 


_ many jobs resulting from loans 
| made under the new Federal 





| 


Housing Administration plan. 
This year’s upward trend in 
rehabilitation projects is inter- 
preted by F. W. Dodge Corpora- 
tion as an indication of the time- 
liness and probable success of the 
current national modernization 
program. Although the an- 
nounced goal of $1,500,000,000 
of modernization business by the 
end of 1935 looks very large, it 
would actually cover less than 
20% of the country’s known re- 
quirements for housing repairs 
Of all kinds, without touching the 
needs for improvements in exist- 
ing housing, for new housing, or 
for improvements to other 
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Ke 
eli helps you fo sell 
the things you sell 


Every issue of FACTORY MANAGEMENT 
AND MAINTENANCE is an issue that works 
for the mill supply distributor. 

It works for your house—your salesmen 
—in your territory. Every month it goes 
into those plants that are your best cus- 
tomers—selling materials, equipment and 
supplies such as you carry—increasing the 
purchases of your customers with articles 
urging modernization, new methods and 
better equipment. 

Because it works so 
effectively for the mill 5 
supply distributor, more 
than two hundred man- 
ufacturers carry adver- 
tising in FACTORY 
MANAGEMENT AND 


WaT it costs you nothing 


“FACTORY: 


Management and Maintenance 


Published by McGraw-Hill Publishing Company, Inc., 330 West 42nd Street, New York City 


NOVEMBER, 1934 























MAINTENANCE—to support their dis- 
tributors. 

Factory” is the factory operating man’s 
paper—is edited exclusively for those men 
in charge of factory operations. These men 
indirectly and directly buy the things you 


sell. More of these men subscribe to 
FACTORY MANAGEMENT AND MAIN- 
TENANCE than any other business pub- 
lication. 


Send for a sample 
copy of FACTORY 
MANAGEMENT AND 
MAINTENANCE—ex- 
amine it—check articles 
and advertising — and 
see how it is working 
for your house. 
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REDUCE SALES RESISTANCE 


by offering your customers the very evident 
advantages of 





| DESMOND | 





| SIMPLEX | 





Grinding Wheel Dressers and Cutters 


&- 





by 


For 25 years we have manufactured the 
only complete line of dressers and cutters 


on the market. Consequently, the record 
of our products’ performance will precede 
you on the majority of your calls and make 
your sales job easier. 

You can sell a Desmond dresser and cut- 
ters with every grinding wheel. Besides, 
there is a great present day market for 
replacements. 


Vises—with the Steel Slide Feature 


The Steel Slide feature makes Simplex 
Vises stronger and more serviceable than 
ordinary vises made with cast iron slides. 
What a sales point that is! And you can 
offer it to your customers without additional 
cost to them. 

The opportunities for sales of Simplex 
Steel Slide Vises—to replace worn out vises 
that have lost their grip—are exceptionally 
good. 





Write today for our new catalog sheets. Ask for details 
of our profitable distributor sales plan. Now is the time 
to be out after the business that better conditions are 


creating. Don’t Delay. 


The Desmond-Stephan Mfg. Co. 








URBANA, OHIO 











Get BUSINESS 


with 
The Imperial 
Fittings 
Chart 


Res oe = = 


Fs 5 ake’ 








Not only will this simple, ac- 


curate chart be a definite help to your sales- 
men in soliciting business on the complete 


Imperial Brass Fittings Line 


—You can place one in the hands of every 
customer and prospect in your territory, so 
they can order easily from you by telephone 
We'll send you as many copies as 


or mail. 
you need. 


DOES THIS 
INTEREST YOU? 


Our modern, fast 
selling line of flared solder 
fittings and valves for refrig- 
eration and air conditioning 
offers fine sales opportunities 
for distributors. Would you 
like to know more about it? 


Sell Imperial Brass Fittings for gas, oil and 


air lines. 
shops of every type. Good 
profits. Small stock investment. 
Write for complete facts. 





Sales opportunities in plants and e 


IMPERIAL BRASS 
MANUFACTURING CO. 


511 S. Racine Avenue 
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' classes of property, according to 


Mr. Holden. One modernization 
loan per day until the end of next 


| year by each of the lending insti- 


tutions now prepared to make 
such loans is all that is required 
to reach the desired goal, accord- 
ing to the Dodge Corporation’s 
analysis of the program. 


PAGE JOINS SCHLAFER 
FORCE 

e THE SCHLAFER HARD- 

WARE COMPANY, Apple- 
ton, Wisconsin, has added Mr. 
Page to its sales force. He will 
call on retailers, lumber yards 
and contractors, as well as indus- 
trial accounts. 


FORT WAYNE PIPE STOCKS 
DAYTON BELTS. 

e C. J. STIER, president, Fort 

Wayne Pipe and Supply Com- 


| pany, Fort Wayne, Indiana, re- 


ports that his company is now 


| stocking v-belts manufactured 
_ by the Dayton Rubber Manufac- 


turing Company. 


PANNELL HANDLING 
PRATER LINE 
e THE A. R. PANNELL MA- 
CHINERY COMPANY, Okla- 


| homa City, Oklahoma, has re- 
| cently taken on the line of feed 


mills manufactured by the Prater 


| Pulverizer Company, Chicago. 
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Robert Russell, J. H. Russell and Com- 
pany, Holyoke, Massachusetts, Samuel 
A. Fuller, district sales manager, Jones 
and Laughlin Steel Corporation, Boston, 
Massachusetts, and H. E. Chaffee, 
Belcher and Loomis Hardware Company, 
Providence, Rhode Island, comprise a 
New England trio at the Hardware 
convention. 
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NICHOLSON FILE COMPANY, Providence, R.1., U.S.A. 


NOVEMBER, 1934 








SELLING 
OPPORTUNITIES 


for ROPER PUMPS | 


as in practically every plant you contact, there is 


a need for one or more of the many types of Roper | C. S. Robinson, vice-president, and 8S. L 
Rotary Pumps (only two moving parts). Hall, general manager, Smith Brothers 


We build a COMPLETE line—hand or power—for | Hardware Company, Columbus, Ohio, 
general service, circulating coolant on machine tools, | snapped during the Hardware conven- 
hydraulic applications, etc. And, from our 77 years | 


of experience, we know how to build pumps RIGHT. Gee & Atewes Chy. : 


| ———— 


Cash-in on this business—make every one of your | NEW LINES FOR 


calls more profitable, and have satisfied customers. 
















FOR sitet COOLANT Write for full details—ask for the Roper selling plan HARRISBURG HOUSE 4 
This is only one pump of the com- and bulletin No. MSR-1. @e@ APPLEBY BROTHERS E 





Rotary Pumps YOU can sell to your 
own great market. 


AND WHITAKER COMPA- 


Geo. D. Roper Corp., 


Rockford, Ill. 


plete line of Roper hand and power | 
} 
| 

















PROFIT 
BUILDING 


Opportunities 
On Every Page 


Here is a catalog that has been 
built from beginning to end for 
one purpose only . . . to help 
you sell! Each product is clearly 
pictured, accurately described, and 
honestly presented. Twenty-four 
gaese of profit-building opportuni- 
ies! 





Levolier Wiring Devices, Portable Lamp Guards, Loxon and 
Gripon Guards, plus Sockets, Lamp Changers and Switches of 
many types .. . all offer genuine opportunities for profitable 
selling. There are thousands who know that McGill Electrical 
Specialties give complete satisfaction. Be sure to be informed, 
and use this catalog to increase your profits. 


Did you get your copy? 


PMECGILL’> 


MANUFACTURING CO. 


Electrical Specialties of Quality 
ESTABLISHED 1904 
VALPARAISO - INDIANA 
Box No. 669 











NY, Harrisburg, Pennsylvania, 


| distributor, is now handling Bas- 


sick casters and wall board man- 
ufactured by the United States 
Gypsum Company. 


SOUTHERN SUPPLY 
DISTRIBUTES STANDARD 
SANITARY LINE 
e THE SOUTHERN SUPPLY 

COMPANY, Jackson, Tennes- 
see, has taken on the line of 
plumbing fixtures manufactured 
by the Standard Sanitary Manu- 
facturing Company. 


NEW LINES ADDED 
BY MURRAY 


e THE MURRAY COMPANY, 
Dallas, Texas, is now distrib- 


| uting mechanical rubber goods 
| manufactured by the Boston 
| Woven Hose and Rubber Com- 
| pany, Coe Drainators and Rob- 
| bins and Myers chain hoists and 


trolleys. 


HAYDEN SUPPLY HAS OPEN 
HOUSE 

@ ON NOVEMBER 5, the Hay- 

den Supply Company, Grand 


| Rapids, Michigan, acted as host 


to executives, superintendents 
and operating officials of manu- 
facturing plants and other indus- 
trials in its territory. 
Entertainment and a Dutch 


| lunch helped to make the day 


a success, according to A. S. 
Krause, president. 
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NEW YORK DISTRIBUTOR 
PLEASED WITH RESALES 


e IN discussing the changes 

which has come about in the 
last year in the distribution of 
industrial supplies and equip- 
ment, C. Kudrle, purchasing 
agent, Neal and Brinker Com- 
pany, New York City, says: 

“Since the manufacturers of 
industrial supplies have estab- 
lished and are really maintaining 
resale prices, we are carrying a 
larger stock on many items, such 
as all kinds of drills, taps, files, 
wrenches, and so on. Formerly, 
we made from 5% to 10% on 
most of these items; now our 
margin is from 20% to 25% ... 
enough to take us out of the red. 

“The most surprising feature 
of this about-face is that the 
user, in 99% of the cases, is 
ready and willing to pay the dif- 
ference in price. The few who 
voice any objections are quite 
amenable as soon as we point out 
the less-than-living profit we for- 
merly eked out.” 


1935 VERIFIED LIST IN 
PROCESS 

@ QUESTIONNAIRES have 

been mailed to distributors to 
obtain information for the com- 
pilation of the 1935 Verified List 
of Industrial Distributors. This 
list is published each year by 
MILL SUPPLIES for use by manu- 
facturers of industrial supplies 
and equipment in contacting the 
trade. 

It contains data such as the 
date of incorporation, number of 
salesmen, lines handled, names 
of officials and size of stock 
about each industrial distributor. 

Present plans call for the pub- 
lication of this book in January 
or February, 1935. 





WHAT SALESMEN MUST TELL 
US TO SELL US 
(Continued from page 11) 





vitreous china fixtures, brass fit- 
tings, washing machines, boilers 
and radiators, electric plants and 
other products. 

One of the major conditions 
determining the types of equip- 
ment we can use is the high tem- 
peratures, particularly around 
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NOT BY CHANCE: 


Photograph of 
stone used in 
accompanying 
machine. 





are SUPER-DUTY FILES 
SUPERIOR CUTTING TOOLS 


Only quality tools assure high efficiency—'Cleveland File’ 
for 35 years has laid the emphasis on quality. The above 
illustration is the first of a series showing how, through 
research, constant improvement and eternal vigilance, in 
production and inspection, SUPER-DUTY FILES—'Superior 
Cutting Tools''—can be unconditionally guaranteed to meet 
fully the severest specifications and produce work at mini- 
mum costs. 
SUPER-DUTY FILES are first just long uninteresting bars 
from the Steel Mill—the finest procurable, of course,—but 
still just steel bars. 


Forging and shaping to size, followed by annealing decar- 
bonizes the surface of these blanks. This decarbonized 
“hide must come off to get down to the virgin steel. The 
grindstone pictured above—higher than a man and weigh- 
ing two tons—in the illustrated grinding machine, does 
just that. 
SUPER-DUTY FILES must be uniform as to size and shape— 
accurate gauges are used to check them through this exact- 
ing inspection point. Thus every SUPER-DUTY FILE blank 
is subjected to the most extreme care in preparing it for 
cutting the SUPER-DUTY teeth. 


To secure perfect files, there must be perfect grinding. 




























SPECIFY 
SUPER 
DUTY 


BRAND 


° ss . Fact Cc tion—Thr: h definite, planned 
Our 5 Point Merchandising Policy . ee & seis 
Sales—Merchandising only through recognized Publicit i 
- ; 'y—Consumer advertising concentrated in 
1 distributors. 4. Gistributor’s market. 


9 Resale Policy—Distributors receive proper mar- 
aad gin of profit through main.ained resale dis- 5 Quality Products—Quality constantly maintained 
count. wa and guaranteed. 


THE CLEVELAND FILE CO. 


3400 Hamilton Ave. Cleveland, O. 
SOLD THROUGH RECOGNIZED DISTRIBUTORS 
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SIMONDS 





METAL SAW TOOTH 


FILES 


FILE IS PROVED BE- 
FORE PACKING, A 
GUARANTEE THAT 
EVERY RED TANG 
WILL CUT WITH- 
OUT SCRAPING 


SIMONDS 


SAW AND STEEL CO. 
FITCHBURG, MASS. 


EVERY RED TANG’ 


| 


| 
| 
| 
| 


| 


| 


} 
| 
| 
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QUESTIONS FOR SALES- 
MEN TO ASK THEM- 
SELVES 

1. Do you study each of your 
prospects’ problems? 

2. Are you thoroughly famil- 
iar with what you are selling? 

3. Do you fit your sales talk 
to the actual needs of your 
prospects? 

4. Do you strive to make 
customers and prospects think 
of you as competent, discreet, 
sincere and honest? 

5. Do you make it your busi- 
ness to find out when is the 
best time to call? Are your 
calls planned accordingly? 

6. Are you thinking only of 
the immediate order or are 
you giving due consideration to 
establishing a lasting relation- 
ship based upon genuine serv- 
ice which will insure steady, 
repeat business? Are you aware 
of the fact that establishing 
such a relationship takes time? 
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You Have It 
‘in Mid-December 








| the cupolas, furnaces and kilns. 
| Another is our extensive use of 


sand for moulding, blasting, and 


| other purposes, which means, 


for instance, that we must give 
careful attention to the housing 
of motors. The question then is, 


_ whether the salesman’s motor is 
better under these particular | 


conditions, protected against 
sand and adapted to the tem- 
peratures. Similarly, there are 
questions regarding the types of 
ball bearings, lubricants, or 
nearly any other kind of equip- 
ment or supplies that will prove 
best, not under some totally dif- 
ferent set of conditions, but 








under those we actually have to | 


deal with day in and day out. 
Most foundries use abrasive 
wheels for cleaning and finish- 
ing castings. The character and 
extent of this work depends 
largely upon the purpose for 


which the casting is to be used. | 


If it is to be enameled, as is true 


| of a large part of our output, 


this preparation is very 
portant. If the salesman is to 
play any part in solving such 
problems with products from his 
line, he must consider his prod- 


im- | 


THE 





DIRECTORY 





520 N. Michigan Ave. 





EDITION 
OF 


MILL SUPPLIES 


COMPLETELY REVISED 
and UP-TO-DATE 





Made more valuable 
to you by the impor- 
tant buying informa- 
tion provided by 
many manufacturers’ 
advertisements, placed 
adjacent to their 
listings. 


It will save you time, 
money and effort in 
your buying and sell- 
ing activities in 1935. 


Manufacturers’ - Advertis- 
ing forms close Novem- 
ber 15. If you haven’t 
yet arranged for space, 
get your reservation in to 
us right away. 


MILL SUPPLIES 


The Magazine of Industrial Distribution 


Chicago, Ill. 
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1 ROSSER PRN ET HET LIN 


Bill Gray, assistant purchasing agent 
for W. J. Holliday and Company, Ham- 
mond, Indiana, brings to his job a world 
of supply house tradition, his father 
having been with the H. Channon Com- 
pany, Chicago, for many years. 





ucts from the consumer’s view- 
point. 

Along with the special and 
sometimes large orders the sales- 








man may obtain, he is likely to | 


get repeat orders, a certain vol- 
ume of routine business. For one 
thing, he learns when to call. 
Being acquainted long and well 
with the company’s practices, he 
knows how departmental requi- 
sitions flow in, what the proce- 
dure is in handling them, and 
even the day and hour when the 
orders are customarily ready. 
He makes it a point to be on 


hand at the psychological time, | 
confident that the good will he | 


has built up will tend to win him 
favorable consideration. 





WHAT IT TAKES TO SELL 


(Continued from page 15) 








is most grateful that the course | 


of his life ran in the mill supply 
field. He feels that a very kind 
destiny turned him from his first 
inclination of becoming an attor- 


ney, to entering the business | 


world. 

“The mill supply game is not 
only interesting, but filled with 
opportunities,” he said in con- 
clusion. “This business keeps 
one in touch with hundreds of 
new developments, keeps one 
alert, and enables one to have 


contacts with new and vital peo- | 


ple daily.” 
No, he is no relation to Black- 
stone, the famous magician, nor 
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These new tools, simplifying some. jobs — doing 
other jobs more easily and faster — bring many 
a new prospect to you. Tool users everywhere 
are being told about them by thousands of New 
Tools Booklets we are distributing. Sent to dealers 
on request. Brown & Sharpe Mfg. Co., Provi- 
dence, R. 1. 


Brown & Sharpe 


ACCURATE — RELIABLE TOOLS 




















SAME VISE 
REDUCED PRICE 


The same high quality, sturdy vise 
that heretofore sold for more. A re- 
markable value at the new price. 
Holds brass and copper as well as 
iron or steel pipe. 

Fach “TOLEDO” Open-Side Pipe 
Vise is carefully greased and indi- 
vidually packed in a separate carton 
making « neat package for your 
shelves and reaches the customer in a 
new and perfect condition. 

“TOLEDO” Vises are easy to sell. 
Ask about quantity differential when 
placing order for stock. 

Made in three sizes as listed below, 


THE TOLEDO PIPE THREADING 
MACHINE CO. Toledo, Ohio 


NEW YORK OFFICE AND DISPLAY 
72 LAFAYETTE ST. 


Model Capacity Net Price 
No. 00 Vise %” to 1%”. . $2.85 
No.0 Vise %” to 2%”...... 3.60 
No.3 Vise % to 4%”...... 8.40 


Subject te Dealer Discount 





does he own a hotel in Chicago. 

“Many people have asked me 
about these two things,” he re- 
calls smiling. “I’ve met the ma- 
gician and been informed that 
Blackstone was a name he as- 
sumed. 

“Now about the Blackstone 
hotel, I always tell those who 
ask that I do own the hotel but 
that I’m in the mill supply busi- 
ness as a side line as I’m afraid 
my hotel might not be a per- 
manent paying investment.” 








HOW THE JMC IS 
FUNCTIONING 


(Continued from page 1%) 





9. Maintain product displays 
and conduct demonstrations 
for manufacturers and indus- 
trial consumers. 

10. Maintain a catalog service of 
great value to manufacturers 
and buyers. 

11. Provide adjustment service 
on product failures, thus sav- 
ing both manufacturers and 


industrial consumers’ time 
and money. 
12. Extend credit and, because | 


they know local conditions, | 
reduce credit losses to a mini- 


mum. 

13. Have first-hand 
of each buyer’s requirements 
and buying practices. 

14. Are intimately acquainted 
with and enjoy the confidence 
of local buyers. 

15. Have a detailed knowledge of 
each local territory. 


| 16. Have a thorough coverage of 


each territory. 

17. Provide an emergency and re- 
pair service which no indi- 
vidual manufacturer could 
possibly provide on a nation- 
wide basis. 

Based on the present budget 
of $15,000, the JMC can hold 15 
meetings with local purchasing 
agents between now and the next 
mill supply convention. The com- 
mittee at present is arranging 
meetings in Philadelphia, Bos- 
ton, Pittsburgh, and _ several 
other cities, and tentative dates 
have been set for Toledo, Ohio, 
as well as several meetings in 
the south. 

This JMC data has received 


knowledge | 
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New Wright Hoists give 
longer service in moist 
atmosphere or corrosive 
| fumes because all ex- 
posed parts are zinc- 
coated and rust-proof, 
4) while all vital moving 
(1 parts are provided with 
») continuous lubrication 
(v in positively sealed pre- 
( cision bearings. 
They are also more 
| efficient by 10% be- 
yj} cause of improved de- 
j sign and materials... . 
Ask for proof. 


i WRIGHT MANUFACTURING 
DIVISION of AMERICAN 
CHAIN COMPANY, Inc. 


York, Pennsylvania 
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the endorsement of D. G. Clark, 
chairman, and G. A. Renard, ex- 
ecutive secretary, of the Na- 
tional Association of Purchasing 
Agents. 

sacking up this direct presen- 
tation to purchasing agents, the 
JMC is continuing its direct-mail 
campaign. Two direct-mail fold- 
ers were released in October. 
Thirty thousand of each of these 
folders are being distributed to 
important buyers throughout 
the country by distributors. Two 
additional folders will be re- 
leased in November. From all 
indications it is apparent that 
this material is having consider- 
able influence in selling: consum- 
ers on buying from their local 
distributors. 

Although progress is being 
made, the JMC is still short of 
sufficient distributor subscrip- 
tions to meet the budget neces- 
sary for continuing the above 
work throughout the year. At 
the time this article was written, 
new subscriptions have been re- 
ceived from 77 distributors, to- 
taling approximately $4,000. 
There are 10 unexpired carry- 
over subscriptions making a to- 
tal of 87 distributors now back- 
ing the JMC program. The cam- 
paign to enlist distributor sup- 
port was not started until the 
last of September and it is ex- 
pected that within the next three 
weeks at least 150 distributors 
will have become participants. 

The manufacturers have gone 
over the top in their support of 
the work. Their quota was 
$7,500 and they have so far 
pledged over $8,000. One hun- 
dred and sixteen supply manu- 
facturers are now on the JMC 
roster and we believe that dis- 
tributors will do well to review 
this list, as these manufacturers 
have definitely declared their in- 
terest in furthering the distribu- 
tor’s economic importance. New 
manufacturer subscribers added 
since the list published in last 
month’s MILL SUPPLIES include: 
Witt Cornice Co., Electric Hose 
and Rubber Co., Heller Brothers 
Company, Milton Manufacturing 
Co., J. E. Rhoads and Sons, War- 


ren Belting Co. and Western 
Block Co. 
NOVEMBER, 1934 
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“Fines Hacl Saw Llades 


Question No. 4— 
Does the manufacturer’s sales policy 


definitely support the distributor? 


The Barnes Distributor 
Answers " YES” Because -—— 


The W. O. Barnes Co., Inc., sales policy definitely 
supports the distributor. 

We sell through distributors. 

We publish suggested resale prices and urge our distribu- 
tors to make a reasonable profit on our products. 

Our factory men are constantly working in the interest 
of the distributor, training his salesman to sell the proper 
blade for every job, and solving the problems of his cus- 
tomers. 

We limit the number of our distributors and give them 
proper protection. 

Investigate the Barnes Distributor Sales Policy. 


BARNES ALL HARD TUNGSTEN 
Hand and Power Blades 


Barnes All Hard hand and power blades, due to their unusual 
heat treatment, have no superior for cutting qualities. Their uni- 
form lasting qualities have ranked them first in work value tests 
for years. For many years they sold for more money than any 
tungsten hack saw blade on the market. The same heat treatment 
and steel are used in making these blades today, but you can now 
buy and sell them in competition with all other Tungsten blades. 


*This is the fourth in a series of questions 
and answers on hack saw distribution. 
Look for No. 5 in the December issue of 

MILL SUPPLIES. 
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W. O. BARNES CO., INC. 


1297 Terminal Ave. Detroit, Mich. 
and Leading Jobbers Everywhere 
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on OH Speed Reducers 


Built Primarily for Dealer Distribution! 


Timken Bearing equipped throughout— 
Have Nickel Phosphor Bronze worm gear, and 
hardened and ground worm— 


Arranged for universal application, with 
drive from either or both sides— 


fractional up to 7 h. p. 


Economically priced — CARRIED IN 
STOCK, individually boxed, ready for imme- 
diate shipment. 





This line will interest the progressive distributor who is looking for real 
profits. Every plant—large or smalli—has one or many applications for 
JONES OH REDUCERS—on conveyor drives, individual machine drives, etc. 
They are conservatively rated. Your men can sell them without any engi- 
neering experience. Investigate their possibilities now. 


W. A. JONES FOUNDRY & MACHINE COMPANY 
4411 Roosevelt Road CHICAGO, ILLINOIS 


ALSO MANUFACTURERS OF JONES-TIMKEN BEARING EQUIPPED PILLOW BLOCKS AND 
HANGERS, V-BELT DRIVES, CUT AND CAST TOOTH GEARS, PULLEYS AND FLEXIBLE COUPLINGS 








CAPITAL “RED CAP” BRUSHES AND BROOMS 


Our Best Sales Story 
for DISTRIBUTORS 

is our 44 year record of success in 

selling our products through the lead- 


ing mill supply houses 
of the country 

















Would you like to have us tell 
you why we have such a small 
turnover in distributors from year 
OEDIONE to year? The answers may be 
important to you. 


eet OUST RY 
his ¥ ae 
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ALL CORN OR CORN AND 
BAMBOO 





INDIANAPOLIS BRUSH and BROOM MFG. CO. BR 


ESTABLISHED 1890 
126 BRUSH ST. INDIANAPOLIS, IND. 
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Ratios range from 5 to 50—horsepowers | 





I. H. Bertke, president, Paramount Rub- 
ber and Mill Supplies Company, Ta- 
coma, Washington. This company was 
established in 1922 and Mr. Bertke, 
who had been connected with it in an 
executive capacity, bought full control 
some two and a half years ago. 





The JMC program for this 


| year is being carried out as out- 
| lined and scheduled. The indus- 





try is being given a very definite 
program of activities at a mod- 
erate price. Certainly a continu- 
ance of the work will have a def- 
inite influence in furthering the 
distributor’s interest. The mill 
supply industry has approved the 
JMC program as a sound invest- 
ment. Every distributor in the 
country, who has an interest in 
the economic welfare of his busi- 
ness and industry, should care- 
fully appraise the value of the 
work of the JMC and become a 
participant. 








WHERE TO SELL FLEXIBLE 
SHAFT MACHINES 
(Continued from page 10) 








1. In medical schools and in 
hospitals, the flexible shaft ma- 
chine is used for driving spe- 
cially-made tools for dissecting 
away sections of the skull in del- 
icate brain surgery operations. 

2. It is used as a barrel-head 
and box trimmer with a rotary 
plane by firms who use incoming 
barrels and boxes for re-ship- 
ment. The flexible shaft machine 
offers a speedy and convenient 
method for obliterating old sten- 
cil markings and for freshening 
up wood containers. 

3. It is found in some shoe 
factories for shaping the heels 
of milady’s footwear. 

4. Various branches and de- 
partments of the automobile in- 
dustry have found favorable 
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For a TIGHT Set 
in a Tight PLACE 


—recommend Bristo Screws 






IN TIGHT and unhandy places the ad- 
vantages of the BRISTO socket design 
will be quickly recognized by your 
customers. The pristo Wrench slides 
into the fluted screw socket easily. It 
grips tight instantly, and the screw 
responds without strain under the 
slipless hold of the wrench. Adjust- 
ments take on new ease and positive- 
ness. 

When an extra tight set is desired, 
all of the force necessary may be used 
without danger of rounding out, split- 
ting or jamming a BRISTO Cap or Set 
Screw. The gear-like action of the 
wrench in the socket guides pressure 
AROUND instead of against the 
sidewall of the socket. This principle 
also results in longer wear, and the 
unique design of the socket discour- 
ages tampering and adds to appear- 
ance. 

You have some real advantages to 
offer when you handle sristo Cap 
and Set Screws... yet BRISTO Screws 
COST NO MORE. Let us send 
full details. 


THE BRISTOL COMPANY 
WATERBURY, CONNECTICUT 
Branch Offices in Principal Cities: Canada: The Bris- 
tol Company of Canada, Ltd., Toronto: England: 
Bristol's Instrument Co., Limited, London, S.E. 14 


TRADE MARK 


BRISTO 


ACG. U.S. PAT. OFF 


application for these machines 
along the production line in the 
factories, in repair shops, ga- 
rages, and service stations. 

5. Makers of wooden burial 
caskets use flexible shaft ma- 
chines with a rotary wood rasp 
for shaping up the curves at the 
ends of the caskets. 





machine is used for cleaning off 
| the mold from cheese. 
| 7. In the electrotype plant, 


| with a hair brush, it is used for | 


| cleaning plates. 

| 8. In the packing industry 
| where, with a special tool, it is 
| used for the last operation for 
| removing hair from around the 
| eyes, ears, and snout of pigs 
| after having been put through 
| scalding and dehairing processes. 

9. In golf and country clubs, 
it is used for cleaning and pol- 
ishing shoes of members. 

10. In tuck pointing, the ma- 
chine cuts away old plaster. 

11. In tanneries, it polishes 
calfskins with a sheepskin buf- 
| fer. 
| 12. Purveyors of sea foods 
| use a special tool for fish scaling. 

13. In_ potteries, 
defective spots and blisters. 


jars in plants where food prod- 
ucts are made or in laboratories 
making beauty creams, salves 
and medicines. 

15. Marble and stone contrac- 
tors use it for honing, fluting, 
sanding, and polishing. With 
drum attachments, they can 
quickly sand flat and curved sur- 
faces on all forms of industrial 


| and concrete castings. 

The practical applications of 
this useful machine are endless 
and salesmen who keep their 


sure to be rewarded. 





CURRENT CODE 
DEVELOPMENTS 
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(Continued from page 











The code, proposed by mem- 


6. In the dairy industry, the | 


it removes | 


14. The flexible shaft machine | 
is used for capping bottles and 


and architectural marble, stone, | 


eyes open for such business are | 
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Backing up by proven 
performances the quality 
claimed for them DART 
UNIONS are giving the 
results that assure you 
satisfied customers and 
repeat business. 
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DART Bronze 
Bronze principle 
is two bronze seats, 
| ball joint properly 
ground in, with high 
| grade malleable iron 
pipe ends and nut which 
assures longer and better 
wear. 


| The 


to 


BRONZE-TO-BRONZE 


E. M. DART MFG. CO. 
PROVIDENCE, R. I. 


Sales Agents: 


bers of an industry whose sales 

represent approximately 80% of | 
1933 volume of $3,100,000, 

would classify customers and | 


The Fairbanks Company, New York 
and at all branches 


Hollow Safety SET SCREWS 


Socket Head CaP SCREWS | 
NOVEMBER, 1934 


Canadian Factory: 


Dart Union Company, Ltd. 
Toronto, Canada 
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HACKSAWS 


ENO 
Eee 


are industry’s modern | 


standard for. ..... 


Toughness 
@ Performance @ 
Uniformity 


There are none better at any price. 
Sell LENOX—“The Blades in the 
Plaid Box.” 





Springfield, Mass., - - < 
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products, provide price filing for | 


products specified by a super- 
visory agency, define unfair 


labor and other provisions of the 
basic code. 
Industrial distributors were 


Pee practices and adopt the | 


represented at the hearing by | 


| ply and Machinery Distributors 
| Association, and H. R. Rinehart, 
er, National Supply and Machin- 
ery Distributors Association. 
Both submitted letters from their 
| organizations endorsing the code 
| as being essential to the welfare 
| of industrial distributors. 


GRINDING WHEEL AMEND- 
MENTS PROPOSED 


ments to the code of fair com- 
petition for the Grinding Wheel 


Alvin M. Smith, Smith-Courtney | 
Company, Richmond, Virginia, | 
speaking for the Southern Sup- | 


assistant secretary and treasur- | 


@ SUGGESTIONS or objec- | 
tions to proposed amend- | 


Industry have been called for by | 
| Deputy Administrator Beverly | 


| Ober. 


The Code Authority of this | 
industry proposes to add the fol- | 
lowing section to the definitions | 
of unfair trade practices: ‘“Plac- | 


ing a consignment stock or stocks | 
| of any of the products of the in- | 


dustry with a consumer or with a 
machine manufacturer for re- 
sale.” 


| ITY NAMED FOR WHOLESALE 


DIVISIONAL CODE AUTHOR- | 


@ DESIGNATION of the Di- | 


| HARDWARE TRADE 
| 


visienal Code Authority for | 


the wholesale hardware trade has 
| been approved by the National 


| Industrial Recovery Board. Fol- | 
_ lowing is a list of members and | 
J. W. McLean, Ed- | 


| alternates: 
_ wards & Walker Company, Port- 
|land, Maine; H. W. Conde, W. 


| W. Conde Hardware Company, 


; | Watertown, New York; Walter 


S. Pinder, Virginia-Carolina 
| Hardware Company, Richmond, 
| Virginia; W. I. Moody, Orgill 
| Brothers and Company, Mem- 
| phis, Tennessee; E. W. Hardin, 
| Amarillo Hardware Company, 

Amarillo, Texas; A. J. Gaehr, 


The George Worthington Com- | 
| pany, Cleveland, Ohio; P. M. | 


Cowan, 


Kelley-How-Thompson | 


ale Y4 
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MAKING SAFE 


ha “ll 


Race 
TREMENDOUS responsibility is 
often placed upon a single 
bolt. 
Whether it will hold true to 
the confidence and _ trust 
placed in it depends upon the 
experience, materials, and care 
taken in its manufacture. 
For 80 odd years Clark Bolts 
have been safeguarding hu- 
man life, investments, and 
reputations through every 
branch of industry—they have 
been holding true to the 
many and varied responsibil- 
ities placed upon them. 










Whether for maintenance in 
your plant or assembly of 
your products, it will pay you 
to play safe and_ specify 
Clark Bolts, Nuts, and Screws 
—standards or specials. 


Write for catalog. 


Clark Bros. Bolt Co. 


Charles Street 
Milldale, Conn. 


NUTS: SCREWS: 
AND RIVETS 
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Company, Duluth, Minnesota; 
C. S. Harper, Harper and MclIn- 
tire Company, Ottumwa, Iowa; 
W. S. Knapp, Knapp and Spen- 
cer Company, Sioux City, Iowa, 
and Shannon Crandall, Cali- 
fornia Hardware Company, Los 
Angeles, California. 

W. W. French, Moore-Handley 
Hardware Company, Birming- 
ham, Alabama; H. H. Tucker, 
Fones Brothers Hardware Com- 
pany, Little Rock, Arkansas; 
Charles H. Black, Seattle Hard- 
ware Company, Seattle, Wash- 
ington; C. J. Whipple, Hibbard, 
Spencer, Bartlett and Company, 
Chicago; L. M. Stratton, Strat- 
ton-Warren Hardware Com- 
pany, Memphis, Tennessee; G. E. 
Hall, Hall Hardware Company, 
Minneapolis, Minnesota, and 
George N. Groff, W. H. Cole and 
Sons, Baltimore, Maryland. 


R. S. Crowell, Rice and Miller 
Company, Bangor, Maine; A. Z. 
Moore, Steinman Hardware 
Company, Lancaster, Pennsyl- 
vania; H. J. Allison, Glasgow- 
Allison Company, Charlotte, 
North Carolina; Mark Lyons, 
McGowin-Lyons Hardware and 
Supply Company, Mobile, Ala- 
bama; Charles E. Nash, Nash 
Hardware Company, Fort 
Worth, Texas; W. F. Kennedy, 
Ott-Heiskell Company, Wheel- 
ing, West Virginia; P. M. Cowan, 
Kelley-How-Thompson Com - 
pany, Duluth, Minnesota; A. E. 
Winter, Morley-Murphy Com- 
pany, Green Bay, Wisconsin; E. 
O. Faeth, Stowe Hardware and 
Supply Company, Kansas City, 
Missouri, and Fay Thompson, 
The Thompson-Diggs, Company, 
Sacramento, California. 


W. A. Parker, Beck and Gregg 
Hardware Company, Atlanta, 
Georgia; J. W. Tabor, McLendon 
Hardware Company, Waco, 
Texas; David Honeyman, Hon- 
eyman Hardware Company, 
Portland, Oregon; A. J. Bihler, 
of James C. Lindsay Hardware 
Company, Pittsburgh; L. P. 
Hermes, Momsen-Dunnegan- 
Ryan Company, El Paso, Texas; 
Glenn B. Jennings, Wright and 
Wilhelmy Company, Omaha, 
Nebraska, and John M. Holmes, 
Holmes Hardware Company, 
Pueblo, Colorado. 
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MAUREY 


The Quality Pulley 
That Has No Equal 


True running — Attrac- 
tive——Welded to give 
unusual strength. Extra 
Heavy Hubs from Solid 
Steel or Malleable Iron. 
No Die Cast Hubs Used. 
Every Maurey Pulley fin- 
ished in Silver Aluminum 
Lacquer. 


New uses for extra-quality 
Maurey V-Pulleys are be- 
ing found every day. A 
great and growing market 
is yours to consider. Give 
us the opportunity to tell 
you about it. 


Open for Resale 


Through Distributors 


MAUREY unNIVERSAL 
STEEL V-PULLEYS 


The World’s Largest Line of Single 
Groove Steel V-Sheaves 


A careful investigation convinced us that industrial 
distributors are the logical sales outlet for our broad 


and fast moving line. 


it! 


Hence, we are throwing all our resources behind mill 
supply house distribution. We offer you not only the 
finest and most complete line you could ask for, but a 
plan of selective distribution that is bound to "hit 


home." 


Our distributor proposition includes an excellent mar- 
gin of profit, complete protection, passing on to dis- 
tributors of all orders received direct, and fast service. 
Only a very small stock investment is involved. 


Write for full particulars—NOW! 


MAUREY MANUFACTURING CORP. 


Name Changed From 


( up-TO-DATE MACHINE WORKS 
2907-15 South Wabash Ave. 


CHICAGO, ILL. 


Our experiences with several distributors have proved 

















behind it! 


| Here are a few of its many sales points: 
| Compact construction; Portability; Op- 
tional die-heads as follows: Solid type 
| consisting of six solid die-heads, one for 
each individual size of pipe from 14” to 
| 





It's a sure-fire sales producer, Mr. 2”; or the quick opening, adjustable 
Distributor. No. 512 Tom Thumb can 
do a job for you if your salesmen get 


at same price. Bolt 
furnished. 


Machine. 


TOM THUMB 


PORTABLE 
PIPE MACHINE 


head with three sets of high speed steel 
pipe dies, threading the range from 4” 
to 2” inclusive. Either type is optional 
dies can also be 


Send for complete details about the 
No. 512 Tom Thumb Pipe Threading 





Stocks and Dies — 


OSTER-WILLIAMS 


Sales Office: 2041 EAST Gist STREET, CLEVELAND, OHIO 


Pipe and Bolt Machines — 


Pipe Welding Tools 


Factories: ERIE, PA. and CLEVELAND, OHIO 
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MANUFACTURERS 


TELL US 





Of personnel changes, new sales plans, new literature, 
changes in quarters, new distributors appointed and other 


facts of interest 
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New plant of the Rockford Screw Products Company at 2501 Ninth Street, 


Rockford, Illinois. 


This company was organized in 1929. 


Officers are: O. G. 


Nelson, president; Swan Hillman, vice-president and general manager; T. A. 
Madsen, secretary and treasurer; C. A. Carter, sales manager, and 8S. Johnson 
superintendent. 





VAN SCHAICK LOOKS FOR 
IMPROVEMENT 

@ CONSIDERABLE general 

and sustained business im- 
provement in the coming months 
was predicted by A. P. Schaick, 
general sales manager, American 
Chain Company, and president, 
American Hardware Manufac- 
turers’ Association, in his annual 
address at the closing session of 
the sixty-ninth semi-annual con- 
vention in Atlantic City. 

Mr. Van Schaick declared that 
“reliable business indicators 
show the existence of almost 
every material condition requi- 
site to recovery. Fear alone has 
applied the brakes, and to an ex- 
tent which seemingly is apply- 
ing its own antidote. 

“Conditions the world over 
made a change inevitable in so- 
cial, economic and industrial re- 
lations. Some of these ventures 
have not turned out well. The 
apparent disinclination of the 
Government until recently to 
face the facts has weakened bus- 
iness confidence, retarded im- 
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provement and resulted in gen- 
eral demand that recovery be no 
longer subordinated to perma- 
nent social reform. Government 
now shows recognition of these 
conditions.” 


The hardware manufacturers 
re-elected Mr. Van Schaick pres- 
ident; Charles F. Rockwell, of 
New York, secretary-treasurer ; 
and H. C. Thompson, New York, 
R. E. Pritchard, New Britain, 
Connecticut, and Colonel Hous- 
ton Dudley, Nashville, Tennes- 
see, vice-presidents. 

The National Wholesale Hard- 
ware Association elected L. M. 
Stratton, Memphis, president; 
George A. Fernley, secretary- 
treasurer; Percy F. Hord, Phila- 
delphia, his assistant, and A. J. 
Gaehr, Cleveland; Shannon 
Crandall, Los Angeles, and A. 
W. Howe, Cleveland, vice-presi- 
dents. 


RANIVILLE BRANCH MOVED 
@ THE Chicago office of the F. 

Raniville Company, Grand 
Rapids, Michigan, has_ been 
moved from 11 North Jefferson 
Street to 9 South Clinton Street. 

This office is in charge of 
Harry. J. Reefe, who also repre- 
sents the Ton-Tex Corporation 
and the Gandy Belting Company, 
Raniville affiliates. 


BUETELL JOINS IDEAL 
e M. A. BUETELL, formerly 
with the Dodge Manufactur- 
ing Corporation, has joined the 
staff of the Ideal Commutator 
Dresser Company, Sycamore, 
Illinois, as electrical engineer. 
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Suspending for the afternoon their sales and engineering activities, this Parker- 


Kalon Company foursome staggers out of a trap for this picture. 


Left to right: 


J. M. Hoghland, A. W. Meader, sales engineers; C. 8S. Trott, sales manager; and 
H. Goldberg, assistant to the president. 
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Disston High-Speed Steel Hack Saw, 14" x1", ten § 
teeth to inch, .065 thick, cutting 6‘‘steel tubing,4%" & 
wall, on Universal Shaping Saw, manufactured b 

Peerless Machine Co., Racine, Wis. Photograp 

taken at plant of H. Brinton Co., Automatic Knit- 
ting Machinery, Philadelphia. John Leafstrom,Shop 
Manager, authorizes the statement that Disston 
Blades are standard and satisfactory, “giving uni- 
formly good results, without any noticeable varia- 
tion as to the life of the blade.” 











“We use Disston Blades 
as standard on our power 
hack saws... they give 
uniformly good results.” 

































The mark on this blade— 
DISSTON High-Speed Steel 














—stands for unrivalled experience in cutting 
metal, making saws to do it, and developing steels 
for the saws. It means quality in the blade, and 
efficiency and economy in machine operation — 
with production increases both per blade and per 
hour — which you can expect only from the com- 
bination of Disston steel and Disston sawmaking! 


IMPROVED INTERLOCK INSERTED-TOOTH METAL-CUTTING 
SAW... Teeth of Disston High-Speed Steel, stay aligned, cut fast, 
give long service. 


DISSTON HOT SAWS... Designed to run at the highest speeds, in 


cutting rounds, rails, billets, etc. 


METAL-CUTTING BAND SAWS... Disston steel and heat-treating 


methods produce a metal-cutting band with hardness alike in each tooth. 


METAL-SLITTING SAWS... Disston High-Speed Steel, carefully heat- 


treated, accurately hollow-ground and finished, assuring utmost accuracy. 


Henry Disston & Sons, Ine. 
1123 TACONY, PHILADELPHIA, U. S. A. 
Canadian Factory: TORONTO 


Branches: 
BANGOR, ME., BOSTON, CHICAGO, DETROIT, MEMPHIS, NEW ORLEANS, 
GEATTLE, PORTLAND, ORE., SAN FRANCISCO, VANCOUVER, B. C. 
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FREE to you... 


Any one or all of these 
METAL- 
DISSTON curtine 


MANUALS 


+ 


To: 
HENRY DISSTON 
& SONS, Ine. 


1123 Tacony, 
Philadelphia, U.S.A. 


You may send 
the manuals on 
metal - cutting 
tools, checked be- 
low, marked for 
attention of 
undersigned. 


Inserted-Tooth 
Metal-Cutting Saws C) HACK SAWS 


Solid-Tooth Circular 


Ss DISSTON FILES Metal-Cutting Saws 


Disston Metal-Cutting 
Band Saws 


Attention of 





Firm Name.... 


Address 











COFFING HOISTS —The Universal Tools 


FACTS strongest cams: 


Coffing Hoists—as well as for the performance of Coffing 
Hoists in actual use. 





Our list of distributor representatives is already very im- 
pressive. So is the record of sales and profits made by 
these distributor organizations. 


Would you like to have us give you sales facts that will 
convince you that Coffing is a real distributor line? We'll be 
glad to. Just drop us a line. 


COFFING HOISTS > 


“The Universal Tools” 


Sound Design 9 Teo Giatte enies 
Simple Construction Motete: Qasasttien: "a: 
Exclusive Free-Chain Mechanism te 85 Ibs. 


Unbelievable Lightness 2 A-—% 





















Remarkable Power Weight: Ce i and ode otal 
Extreme Versatility ae 
Economical Operation oe rE 
LOW FIRST COST } 
4 Model Z—Capacity: 6 
tons; Weight, 65 Ibs. No. 1 
COFFING HOIST COMPANY 
No. 4 319 E. Van Buren St. Danville, Ill. 











DISTRIBUTOR SALES UP 


NDUSTRY is buying Quincy Compressors because they return a profit on 
their cost. Distributors are selling Quincys because they return a profit 
on their sales. . . There are 16 good reasons why Quincys are easier to sell— 

each one a feature of advanced design and construction which combine to 
deliver low-cost air at high efficiency over a long term of years ... With real 
sales features to talk about you have a real story for your trade—a story that 
is always backed by Quincy performance out on the job. 


QUINCY COMPRESSOR CO. 
303 MAINE STREET, QUINCY, ILL. 205 W. Wacker Drive, Chicago 
30 Church Street, New York 






Model WWD — Water 
Cooled Duplex, with 
pressure lubrication. 
Any type control. 


MODEL WWC — Water Cooled 
Duplex, with pressure lubrica- 
tion. Completely automatic in- 
cluding all controls. 













| Write for details of NEW 
| Quincy Compressor features 


and the Quincy Distributor 
Compressors degpareee 


Policy. 
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The Hardware Convention temporarily 
forgotten, R. A. Shaffer, sales manager, 
Simonds Saw and Steel Company, and 
Mrs. Shaffer tour Atlantic City on a 
shopping expedition. 





AMERICAN ASSOCIATION 
PUSHING STANDARD 
DISCOUNT DATES 
@ A LETTER from R. Kennedy 

Hanson, secretary -manager, 
American Supply and Machinery 
Manufacturers’ Association, In- 
corporated, to its members, urges 
them to lend their efforts to 
bringing about the establishment 
of 2% 10th proximo as the uni- 
versal discounting date for cus- 
tomers. 

“On October 10,” says Mr. 
Hanson in his letter, “I sat in a 
distributor’s office in a large east- 
ern city. It was one of his days 
for discounting. Investigation 
showed less than 35% of his ac- 
tual bills owed were being dis- 
counted on the tenth; the other 
accounts either had been dis- 
counted or were to be later. 

“The distributor further stat- 
ed his cost of discounting his bills 
was greater than before manu- 
facturers’ Code procedure, as ad- 
ditional help was necessary to 
keep accurate check on the nu- 
merous discounting dates. Then, 
too, the 2% cash discount is tak- 
en by the industrial purchaser 
regardless of what the manufac- 
turer’s cash discount is to the dis- 
tributor.” 


AMERICAN HOIST 
PRESIDENT RESIGNS 
@ FRANK J. JOHNSON has re- 
signed as president of the 
American Hosit and Derrick 
Company, St. Paul, Minnesota. 
Mr. Johnson, with Oliver Crosby, 
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founded the American Manufac- 
turing Company in 1882, manu- 
facturing hand power hoists and 
derrick equipment. 

In 1892, the company was re- 
organized as the American Hoist 
and Derrick Company and manu- 
facturing facilities were enlarged 
to produce a complete line of 
hoisting and earth moving ma- 
chinery, including power hoists, 
steel derricks, railroad ditching 
and maintenance machines, loco- 
motive cranes, shovels and the 
“Crosby” wire rope clip. 

Frederic Crosby, son of Oliver 
Crosby, succeeds Mr. Johnson. 
Howard S. Johnson, son of Frank 
J. Johnson, retains his title as 
vice-president and Harold O. 
Washburn, formerly general su- 
perintendent, has been appointed 
vice-president and treasurer to 
succeed Mr. Crosby. 





DISTRIBUTORS VISIT | 
ALEXANDER PLANT 

e A TWO day meeting, featur- | 
ing a tour of the tannery, | 
curry and belt factory of Alex- 
ander Brothers, Incorporated, 
Philadelphia, was attended by 
the following distributors’ sales- 
men: E. G. Glatfelter, Fulton, 
Mehring and Hauser Company; 
York, Pennsylvania; E. R. 
Steckler, Fulton, Mehring 
and Hauser Company; John 
Kline, Reilly Brothers and | 
Raut, Lancaster, Pennsylvania; 
C. M. Bowers, Reilly Brothers 





and Raub; R. P. Shollenberger, 
R. B. Wing and Son Corporation, 
Albany, New York; Howard F. 


i | 


| 


| 





A couple of “full backs” of the hack 
saw industry take “time out” at the 
Hardware convention. J. H. Flovell and 
C. B. Cecil are both with the W. O. 
Barnes Company, Incorporated, Detroit. | 
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comes an 


endless procession 
of REPEAT ORDERS 


for 


CLING-SURFACE 


from satisfied distributors 
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Distributors who appreciate the value of customer 
good-will and repeat orders are taking no chances 
on little known belt dressings. 





They are recom- 
mending and selling the one belt preservative which 
they know will repeat on the basis of performance 
and lower belt maintenance costs—Cling-Surface, 
because for 40 years it has been doing so. 





Our daily mail from every civilized country throughout the world contains ample and 
ever increasing proof of this fact. We invite you to share in the profits of distrib- 
uting this internationally known product in your territory. Details on request. 


CLING-SURFACE CO. 


1017 Niagara St., Buffalo, N. Y. 








TRACE MAR 











Introduce these hammers and have 
a steady repeating business 






















Chicago Rawhide Hammers are replac- 
ing lead and wooden mallets on assem- 
bly floors and around machines. Their 
tough, non-marring faces hold form 
and assure a square blow. Their weight- 
ed heads give power. They have the 
balance, handiness of fine 
tools. Once used, always pre- 
ferred. 





Industrial Use 











A permanent Tool with 
long lasting, replacable 
faces of selected, hard, 
sound Java Water Buffalo 
Hides (treated for 6 
months) — compact — 
close-grained, resilient 
and tough. Hammers, 
Mallets and Mauls. 


Write for Circular 


The Chics Rawhide Mfg. Co. 
1290 Elston Ave. Chicago 


Boston Pittsburgh 











Philadelphia Cleveland Detroit Cineinnati 





St. Louis 
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A complete line 
of powerful, port- 

able, two hand cut- 
ting tools with a thou- 
sand and one industrial uses. 


Cut %” bolts, heavy rods, cable, chain, wire, etc. Split 
nuts. Anywhere on the job as well as in the plant or at the 
work bench. A complete line of sizes and models to 


No.2 
30° LONG 


EWA TORT | 
ORY, RODS 


PORTER-4KP BOLT CLIPPERS 


Write for catalog 
Sold by Supply houses everywhere 


H.K. PORTER, inc. Overt, Mars. 


meet every requirement. 


Invaluable in production maintenance, emergency re- 
pairs, etc. Special tools built for special requirements. 

















°° ° TO HELP OUR 
DISTRIBUTORS 


we are carrying our advertising in the list 
of magazines shown. These are the — 
industrial magazines, reaching 


ANG GAB 


PLANT MEN 


who represent the cream of the nation’s indus- 
trial buying power. The Schieren advertising 
is definitely tied-in with the spreads of the 
Power Transmission Council (see pages 2-3, 
this issue Mill Supplies), a program of vital 
importance to the Mill Supply Trade as means 
of developing new power transmission business. 
We invite correspondence from active Mill Sup- 
ply men who would like to become more fully 
acquainted with the scope of this program and 
Schieren Products. Writeus. . . .- + + + + * 


MILL “FACTORY | 


Ts xtile World } 
rAC TO Ra 


NAGEMENI! 


NTENANS 


AK. 


COTTON 


33 FERRY STREET NEW YORK 








MEMBER OF THE POWER TRANSMISSION COUNCIL 
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W. J. Greene, New York district man- 

ager, The L. 8S. Starrett Company, and 

D. Findlay, vice-president of the same 

company, get a little air after sessions 
of the Hardware convention. 





Beacham, R. B. Wing and Son 
Corporation; J. D. Mitchell, 
Seither and Ellis, Incorporated, 
Newark, New Jersey; Joseph C. 
Gilka, Kemp Machinery Com- 
pany, Baltimore, Maryland; E. 
P. Thomfords, The Bittenbinder 
Company, Scranton, Pennsyl- 
vania; C. E. Coleman, Wiley- 
Hughes Supply Company, Tren- 
ton, New Jersey ; J. F. Goodenow, 
E. Keeler Company, Williams- 
port, Pennsylvania; and Herman 
N. Hozen, E. Keeler Company. 

An interesting sales meeting 
was conducted by J. Allan 
Machin, sales manager and G. L. 
Abbott, assistant sales manager. 
Alexander salesmen in attend- 
ance were Frank Barmes, J. M. 
Fisler and G. L. Bryson. 


CINCINNATI RUBBER ISSUES 
FOLDER 

e THE CINCINNATI RUB- 

BER MANUFACTURING 
COMPANY, Cincinnati, Ohio, 
has recently issued a new enve- 
lope enclosure describing Fidel- 
ity raw-edge belting. The copy 
features six power transmission 
advantages to be found in this 
belt. 

REPUBLIC BULLETIN 
ATTACKS RUST 

@e THE REPUBLIC STEEL 

CORPORATION has recently 
published a folder, “Thumbs 
Down on Rust,” giving three rea- 
sons for the high rust resistance 
of Toncan Iron and illustrating a 
number of typical installations. 
Its designation is Bulletin 
ADV132. 
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RUBBER SALES FOR 1933 
REPORTED 
@ A REPORT based on a pre- 
liminary tabulation of data 
collected in the Biennial Census 
of manufacturers taken in 1934, 
reveals the fact that rubber 
goods, other than tires, inner 


TRANSM/S S/O 


| neem 10.79 % 


CONVE YOK BELTIN 
Oo 
Mm 4.85% 
OTHER RU 


mm 6.65% 


67 a) a eee RY 
mmm 6.75 % 

FIRE HOSE 
Ga 4.70% 

OTHER RURBFR HOS! 
18.55 7%. 
RUBBER TUBING 

ME 2.35% 


RUBBER PACKING 


ME 3.36% 





How do your mechanical rubber goods 
sales stock up with those of the entire 
rubber manufacturing industry? The 
above chart gives the relative impor- 
tance of various items in the mechanical 
rubber goods field as compared with 1933 
sales of all mechanical rubber goods. To 
the distributor these figures are impor- 
tant only as an index to the sales job he 
is doing. For instance, to be in line with 
the entire industry, your sales of trans- 
mission belting should be roughly twice 
those in conveyor belting, half those on 
hose and about three times your rubber 
packing sales. 


tubes, boots and shoes were man- 
ufactured in 1933 to the value of 
$168,059,535 (at f.o.b. factory 
prices), a decrease of 13.2% as 
compared with $193,526,766 re- 
ported for 1931. 

Total sales of mechanical rub- 
ber goods figuring in this total 
were $55,892,851, as compared 
with $65,884,066 reported in 
1931. A few of the items making 
up this total follow: transmission 
belting, $6,021,663; conveyor 
belting, $2,704,207; hose, all 
kinds, $16,752,365; packing, 
$1,872,387; and washers, gas- 
kets, valves, pump sleeves, liner 
strips, $1,369,976. 
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HOW Bou HELPS YOU MAKE A PROFIT DOLLAR 












1 QUALITY PRODUCT 


3 CONSUMER ADVERTISING 
4 PROFITABLE MARGIN 


Write for our folder, ‘How Bond puts more 
Profit Dollars on your Balance Sheet”. 


BOND FOUNDRY & MACHINE COMPANY 


MANHEIM, tanc. co., PENNA. 
PHILA. OFFICE: 617 ARCH ST: 


COMPLETE LINE Bond manufactures a complete 
line of industrial truck casters. 
industrial need, to suit every type of load, floor condition, 
aisle, long haul or short haul—for factories, mills, warehouses, 
stores, bakeries, laundries, etc. The field is unlimited. Every 
call your salesmen make is a prospect for casters, and there 
is a Bond Caster exactly suited for 
each specific business. 


There is a caster for every 





23-A Series 
(Patented) 


TRUCK CASTERS 


“POWER Sp seiceonhn ag MACHINERY 


N. ¥. C. OFFICE: 30 CHURCH ST 











One of the 


| best seasons is now here 
| for Car Movers. During 
the winter months Car 
| Mover Sales increase. 


| 


| 
| 
| 


| CANADIAN ADVANCE CAR MOVER co,, 
| 


Badger-Power King 


| and Badger-Power Boy 


Movers meet every re- 


quirement— 


It is profitable to tell 
your customers about 


them. 


THE ADVANCE CAR MOVER CO. 


APPLETON 








4 


Badger - POWER KING 


for the heaviest loads 





Designed for the 
heaviest loads. Steel 
roller enables faster and easier action. 
Spurs set in concave spur plate and at 
an angle assure positive track grip. A 
one man mover. 


Badger - POWER BOY 


for average loads 






Designed for average 
loads. Built same as 
the Badger-Power King but without steel 
roller. Two and one-half pounds lighter. 


also the 
BADGER and the NEW 
BADGER CAR MOVERS 


and the 
ADVANCE SAFETY CAR WRENCH 


- WISCONSIN 
Welland, Ontario, Canada 
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INTRODUCE 


OTTEMILLER 


PRODUCTS 
to your Customers 


Then Watch | 


Results! 






THE Ottemilier Line of milled 
set and cap screws, coupling 
bolts and studs is so complete 
and of such uniform quality 
that plant men like it im- 
mensely. 

Establish yourself as the dis- 
tributoer of Ottemiller Milled 
Screw Machine Products and 
you can count on profitable sales 
that will run into good volume 
day in and day out through- 
out the year. 

Besides, you will like the way 
we treat you. 


Write for all the facts. 


The Wm. H. 
OTTEMILLER CO. 
YORK, PA. 


We also manufacture Dardelet Thread Screws 








| Distributors who know Mr. Brigham 


can rest assured that the flower in the 

| coat lapel is hidden by the overcoat and 

| the “bet” is still safe. F. W. Brigham 

| is with the Boston office of the Bethle- 
hem Steel Company. 





MONKTON APPOINTED 
QUIGLEY TREASURER 


| ®@ QUIGLEY COMPANY, IN- 
CORPORATED, New York, 
has announced the election of H. 

| Monkton as treasurer. 


Mr. Monkton was formerly 
| pany of Canada, Limited, where 
| he was successful in building the 

company’s business throughout 

Canada and the British Empire. 

C. E. Gischel succeeds Mr. Monk- 
| ton as the general manager of the 
| Canadian firm. 


“Both are well-deserved pro- 


motions,” states W. S. Quigley, | 
president. 


| McLEOD AND HENRY CATA- 
LOG PREPARED 


| @ FULLY illustrated in color 
and containing much informa- 
tion of value to users of boiler 
and industrial furnaces, “The 
Design, Installation and Service 
Advantages of Steel Mixture 
Furnace Linings and Arches for 
| Modern Boiler Furnaces,” the 
1935 catalog of the McLeod and 
Henry Company has been pre- 
| pared for distribution. 
| 
| PUMP BULLETIN PUBLISHED 


| @ BULLETIN F 534, illustrat- 
ing and describing pumps for 

| handling of solids, has been is- 
| sued by the Economy Pumping 
Machinery Company, Chicago. 


| general manager of Quigley Com- | 








There is no substitute for the 


SHERMAN 


HOSE CLAMP 


Made of heavy sheet 
brass, rustproof clear 
through. Cannot in- 
jure hose and is ever- 
lasting. Even grip all 
around — conforms 
perfectly to shape of 
hose — grips at every 
point. It can be 
opened up, removed 
and used over again. 
Sherman clamps are 
made in a great vari- 
ety of sizes to 
any diameter 
Prompt service as- 
sured —large stocks maintained. 


The SHERMAN 


AIR NOZZLE 











Maximum utility 
—air econemy — 
operating conve- 
nience at a _ reasonable 
price. Made of high-grade 





bronze, compact in design 
| and simple and rugged in 
| construction. Convenient to 
| handle because of angle type 
and handy bronze lever; % or 

% in. I. P. thread. Special ex- 

tension tips available. Packed 

in cartons of 6. Weight approximately 9 
| ounces each, 

| 

| 

| 


DISTRIBUTORS — These items offer you 
profitable sales opportunities. Write 
for samples and literature. 


H. B. SHERMAN MFG. CO. 
eames BATTLE CREEK, MICH. ame 





(1905 (Strand 1934 


FLEXIBLE SHAFT 


| MACHINES OF QUALITY 





to 2 H. P. 
5 


| VERTICAL AND HORIZONTAL 
TYPES 


| AUTO BODY AND FENDER FINISHING 
MACHINE 
| TYPE ABT6—1;H. P. 





Sixty types and sizes with attachments for 
many portable operations—on all kinds of 
metal and wood. 


Write for Catalog 


N. A. STRAND & CO. 
| Manufacturers 


| 5001 No. Lincoln St., 


| Chicago 
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These pumps have waterways | 
sufficiently large to pass any solid | 
which will go through the con- | 
necting pipes. Capacities range | 
from 50 gallons per minute to 
; 





COMMERCIAL GROUND 
THREAD TAPS 


are making a host of new friends for 
Dealers who are selling WINTER 
BROTHERS QUALITY TAPS. 


Profitable to sell—productive in use. 
That sums up the Winter Brothers 
entire line of TAPS AND DIES. 


Customers call for them by name 
when reordering. Sturdy DEPEND- 
ABILITY alone engenders such con- 
fidence. 


| 

| 
10,000 gallons per minute, at | 
heads up to 120 feet. The bulletin 
contains capacity tables, outline 
dimensions and descriptive de- 
tails. 


SLY BULLETIN DESCRIBES | 
DUST FILTER 

e BULLETIN S-76, issued by 
The W. W. Sly Manufactur- | 
ing Company, Cleveland, Ohio, | 
describes the new type EC dust | 
filter, an improvement in many | 
respects over the previous Sly | 
dust filter design, particularly | 
with reference to greatly simpli- | 
; fied construction for easier ac- | 
q cess and reduced maintenance. | 
3 The bulletin is reproduced in 
color with illustrations pointing 
out the various advantages to be | 
found in this equipment. | 


THE 
WINTER BROTHERS COMPANY 


(Dependable Taps and Dies) 


Wrentham, Mass. 


Division of the National Twist Drill & Tool Co., 
Detroit, Michigan 





KLINEDINST ELECTED TO | 
TIMKEN BOARD 


@ AT a meeting of the board of 
directors of The Timken Rol- 
P ler Bearing Company on October | ‘ ‘ 

; 30, L. M. Klinedinst was elected | NN SY-44-48 “Waete asker Kell alate Points! 
to the board and also promoted 

to the office of vice-president in 
charge of sales to fill the vacancy 
created by the recent resigna- 
tion of Judd W. Spray. Mr. 
Spray plans to spend the winter 














Any Prospect will be Interested 
in These Features of the No. 9 








Z | 
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Q 8 | 
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| 1/5 H.P. motor---Weighs only 7 Ibs. 
Air filter which keeps all grinding 
dust and dirt out of motorand bear- Equipped with wheel arbor, chuck for 





| jngs... Vacuum cleaner type venti- mounted wheels, small extension spindle, 
| jating fan which prevents overheat- two grinding wheels and one mounted 
| ing...Full ball bearing equipped... | wheel. Show this new tool to your custom- 
| Operating speed 14,250 R.P.M.... ers. It's an efficient grinder for large and 


Spade type handle (as illustrated) small dies, moulds, for cleaning up weld 
or with handle mounted on the side. = spots and other off hand grinding jobs. 


THE DUMORE COMPANY 101 S‘xteenth Street Racine, Wisconsin 





William E. Cross, vice-president, Victor | 
Saw Works, Incorporated, drops in at ; 4 } “a/ f » 
his company’s exhibit at the National vwvvvwey - ; 
Metal Exposition held in New York re- 

cently. At the right is Carl Lubken, | e640 32-5 


} s ’ 
: assistant director of sales. | -*" GRINDERS ‘°° 
: NOVEMBER, 1934 
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SALESMEN 


full of Pep 


are always interested in accounts 
which are styled repeat-order 
items. 





In every type of industry, Mill 
Supply Salesmen contact pros- 
pects where once DURA-STIX 
Firebrick Cement is introduced, 
it becomes a repeat-order item 
—and it does not require in- 
tricate technical knowledge to 
sell it. 


Today DURA-STIX Firebrick 
Cement is no longer a specialty; | 
it has become a Staple. Mill 
Supply Houses have handled our 
account for nearly fifteen years. 
If you are interested and we are 
not represented in your territo 
it will pay you to get in iva 
with us. 


Keystone Refractories Co. 


Frederick Reisman, Pres. 


120 Liberty St. New York 




















DISTRIBUTORS: 
LR, 


We can give you quick 
service on the following: 
BOLTS 


Connecting Rod 
Dardalet Thread 


NUTS 
Semi-Finished Hex 
and Jam 
Coarse and Fine Thread | 
| 
| 








\* 


Castle Nuts 


SCREWS, Cap (Made from 


-30—.37 normalized steel) | 
Hexagon Head 

Coarse and Fine Thread 
Fillister Head 

Flat Head 


SCREWS, Lag 
SCREWS, Machine 


Brass and Steel 
Flat, Round, Oval and 
Fillister Head 


SCREWS, Set 


Headless—Square Head 


SCREWS, Wood 


Brass and Steel 
SPECIAL WORK 


Our packing and shipping meth- | 
ods insure safety, as well as | 
prom ptness. 


Thi 





We invite you to try us. 








ROCKFORD SCREW PRODUCTS CO. 
2501 Ninth St. ROCKFORD, ILL. | 
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| early 
| he occupied various junior ex- 





| R. H. DeMott, sales manager and Robert | 
| C, Byler, 


advertising manager, SKF 
Industries, Incorporated, are shown with 
a 1500-pound self-aligning roller bearing 
designed for industrial use. 


in Florida and rest indefinitely 
before announcing his future 
plans. 

Mr. Klinedinst has been asso- 
ciated with The Timken Com- 
pany for 29 years, having started 
his business career there as a 
young man immediately upon 
completing school. During his 
years with the company 


ecutive positions in both the 
manufacturing and selling divi- 
sions. Subsequently he was 
closely identified with automo- 
tive development work for many 
years, serving as assistant sales 


| manager during the period when 
the company’s 


business was 
largely confined to automotive 
applications. 

Thirteen years ago, when the 
company started expanding into 
the industrial field, he was 
made general manager of the 
industrial division. He has been 


vice-president in charge of all | 
| industrial sales since 1930. 


T. V. Buckwalter, who has 
been vice-president of The Tim- 
ken Roller Bearing Company 
for several years, was elected 
vice-president and director of 
The Timken Steel and Tube 


| Company. 


NEW BOOKLET ANNOUNCED 


e THE publication of a new | 


8-page illustrated booklet en- 
titled “101 Uses for the Air 
Acetylene Flame’, has just been 
announced by The Linde Air 
Products Company. 

It is pointed out in this book 


Sell Your Customers 


DAGGETT 


BALL BEARING 
LOOSE PULLEYS 


for machines, centers, mules, 
idlers and clutches 


and save them— 


@ Time in Daily Olling 

@ Cost of Lubricant 

@ Cost of Replacements 

@ Power Loss by Friction ‘ 

@ Time Loss When Trouble Appears 








Daggett Ball Bearing Loose Pulleys are sim- 
ple in construction and accurately machined, 
and will carry a belt at any working load or 
speed without heating. Bearings are dust- 
proof and require no attention except renewal 

of fubsioane 2 .. to 6 times a year according to 
speed conditions. 

Quick service given on all orders from dis- 
| tributors. Ask for our price list and liberal 
| distributor terms. Our engineers are ready to 

assist you in your sales problems. 


CHICAGO PULLEY & 
SHAFTING CO. 


19 No. Desplaines St. CHICAGO, ILL. 
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EVERY DAY 
You’re Calling on Prospects for 
SS: Foe SSS 
CLEMENTS - CADILLAC 


| BLOWER - SUCTION CLEANER - SPRAYER 





| Why not increase 
| your profits by 
selling it? 


| 
| 






The Clements-Cadillac 


Delivers dry, oil-free air at great speed 
but low pressure. it cleans the finest mo- 
tors and other intricate equipment quickly, 
easily and safely. 






it is instantly convertible for suction 
——_ bins, overhead pipes, automobiles, 
ete. 


It Is ball bearing—requires no oiling— 
operates from any light socket for less than 
2c an hour. 


Good terms—sales cooperation—excellent 
profits. 


Write NOW for complete information on 
our ten day free trial plan. 


See our exhibit—Space 293—at the Na- 
tional Exposition of Power and Mechanical 
Engineering, Grand Central Palace, New 
York, December 3-8. 


CLEMENTS MFG. CO. 
6650 Narragansett Ave., CHICAGO, ILL. 
i i a a ae i ae ll 
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THEY 
STAY SOLD 


It is not the first sale that 
builds business. 


Pah 


It is the satisfactory per- 
formance of a product 
over a period of time 
that builds a profitable 
account. 





Distributors of American 
Swiss Files have a de- 
cided advantage — the 
line is quality— it stands 
the test and it stays sold. 


PSwias' 


Precision Files 


AMERICAN SWISS FILE & TOOL CO. 
ELIZABETH, N. J. 























Yow Have It 
in Mid-December 


THE 





DIRECTORY 
EDITION 


OF 


MILL SUPPLIES 


COMPLETELY REVISED 
and UP-TO-DATE 


AARAAAPAAIAAIPY 


NOVEMBER, 1934 




















that the air-acetylene flame does 
not take the place of the widely- 
used oxy-acetylene flame, but 
serves as a supplementary tool 


for use where lower flame tem- | 


peratures are required. 

The booklet goes on to de- 
scribe the outfit necessary for 
the work and discusses the ad- 
vantages of the process. It then 
proceeds to take up in succession 
a number of different fields 
where the process is extremely 
useful. These include plumbing 
and piping, air conditioning and 


| refrigeration, marine work, au- 
| tomotive repair, power and elec- 
| trical, and others. 


SAW SALES REPORTED 


| @ THE total value of saws made 


in 1933 (including those made | 


by establishments engaged pri- 
marily in other lines of manu- 
facture) according to a prelimi- 





| 


| nary report compiled from data | 
| collected in the Biennial Census | 


| 


of Manufactures in 1934, 
amounted to $8,111,852 as 
against $9,471,135 reported for 
1931, a decrease of 14.4%. 

Of this total, woodworking 
saws amounted to $4,595,340 and 
metal working saws to $3,032,- 
929. Of the woodworking total, 
$2,616,784 represents sales of 
power-saw blades, the remainder 
being made up of other wood- 
working saws. 

In the metal working group, 
power-saw blades except hack 






Get Our LOW 
PRICE on this 2”, 


10,000 Gal. Size 


JAEGER “SURE PRIME” 
PUMPS SELL FASTER .. 


a, 3” 4” 6” gs” SIZES 
Beat competition, make money with 
America’s fastest selling line of compact, 


portable, sure priming centrifugals. Amaz- 
ingly low prices. Write us. 


| THE JAEGER MACHINE CO. 


| 
| 


saws, were manufactured to a | 


total of $904,774, while hack 
saw blades, hand and power, to- 
talled $2,128,155. 





Our photographer, visiting the National 
Metal Exposition, interrupted a talk 
between two old friends, F. O. Lincoln, 
vice-president, Morse Twist Drill Com- 
pany, and L. M. Edwards, American 
Saw and Manufacturing Company. 


501 Dublin Avenue, Columbus, Ohio 








RUGGEDNESS and 
STRENGTH for 
any SERVICE 






Certified Malleable Iron Castings guar- 
anteed against breakage—Selected Rock 
Maple handles—Spurs of Sanderson Spe- 
cial Spur Steel—A combination assuring 
ATLAS Movers of sufficient strength to 
withstand any strain and ruggedness for 
continuous service. 


Sell your trade such a 
ATLAS. 


mover—The 


Write for particulars if 
you are not handling it 
now. 


APPLETON-ATLAS 
CAR MOVER CORPORATION 
2947 No. 30th Street 
MILWAUKEE, WIS. 


(Formerly located at 
APPLETON, WIS.) 
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WITH THE 
“WAVY TEETH” 


The secret of the amazin tformance of this 
NUCUT File is in the com ten of coarse ont 
fine teeth by irregular spacing of the overcut. 

Cc ional fi ng cannot produce this 


file. Only the perfection of special methods enables 
Heller Brothers to accomplish this result. 





A limited amount of territory is open to a few high 
grade distributors, to whom we will give exclusive 
selling rights for the area they cover plus liberal 
co-operation. Write for prices and information. 


HELLER BROTHERS COMPANY 


Newark, N. J., U. S. A. 
FACTORIES: Newark, N. J.; Newcomerstown, Ohio 


BRANCH OFFICES: Chicago, Ill.; Detroit, Mich.; 
Philadelphia, Pa. ; Cleveland, Ohio; Milwaukee, Wisc.; 
San F. isco, Cal.; And » Ind. 
















What 
Hack Saws 
Would You 


Just change places with your cus- 
tomers. What Hack Saws would 
you buy? You'd pick MARVEL 
Blades every time—would insist on 
the fast-cutting, long-lasting qual- 
ities of Genuine 18% Tungsten 
High Speed Steel coupled with the 
positively unbreakable feature. 
You would take the patented, shat- 
ter-proof MARVEL with its High- 
Speed-Edge and tough Alloy Steel 
Back that out-cuts, out-lasts all 
others, still costs no more than 
brittle blades. 


The blade you’d buy is the blade 
to sell. Write for Catalog Sheets 
today. 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 

353 N. Francisco Ave. 

Chicago, U. S. A. 





Unbreakable! 


High Speed Steel 
Cutting Edge 
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ROOFING SALES OFF 24% 


| @ SALES of built-up and roll 


roofing, asphalt shingles and 


| roof coatings other than paint in 
| 1933 were 24.2% less than those 
| for 1931, which in turn were 
| 43% less than 1929. 


The total for 1933, according 


| toa preliminary report compiled 
| from data collected in the Bien- 
| nial 


Census of Manufactures 
taken in 1934, was $44,701,482, 


| as against $58,962,919 reported 
| for 1931. 


THE MAINTENANCE OF RE- 
CIPROCATING PARTS 

e THE LINDE AIR PROD- 

UCTS COMPANY, New York, 
has just announced a new publi- 
cation in its wide range of tech- 
nical literature on oxy-acetylene 
welding. This new booklet, “The 
Maintenance of Reciprocating 
Parts,” deals with the applica- 
tion by the oxy-acetylene process 
of wear-resisting bronze to the 
wearing surfaces of sliding 
parts. 

After a brief general discus- 


| sion, the advantages of bronze- 





surfacing as an economical and 
efficient means of reclaiming pis- 
tons and similar wearing parts 
are fully set forth. The wide 
scope of the application is de- 
tailed at some length by men- 
tioning examples of successful 
use of the process in a number 
of different fields. 

Other sections of the booklet 
discuss frequency of application, 
characteristics of certain appli- 
cations, and the importance of 
wear-resisting bronze welding 
rod, while the final section is de- 
voted to a complete description 
of the correct procedure to be 
followed in the resurfacing oper- 


ation. 


NEW MEMBERS FOR AMERI- 
CAN ASSOCIATION 

@e ROGER TEWKSBURY, 

chairman of the membership 

committee of the American Sup- 

ply and Machinery Manufactur- 


_ ers’ Association, reports the ad- 
| dition of three new members to 


that group: Link-Belt Company, 
The Irwin Auger Bit Company 
and The Allen Manufacturing 


| Company. 





Show Harris 
Metal Floats 


in your new catalog 





Floats are a necessity in power and 
industrial plants and should be 
shown in your next catalog. 


Ask us for catalog copy that ex- 
presses in the fewest words what 
users want to know about floats. 


We make all standard types, and 
special floats to order. Orders for 
copper, steel and aluminum floats 
are filled promptly from stock. 
Catalog sent on request. 


ARTHUR HARRIS & CO. 
210-218 N. Curtis St., Chicago, Ill. 


Coppersmiths, Engineers, Bronze Founders 
and Float Manufacturers Established 1884 
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To Distributor Executives: 


When you have gone through this 
issue of MILL SUPPLIES, ask your- 
self if it would not be worth four 
cents a man to you to be assured 
that every one of your salesmen ob- 
tained the full benefit of the many 
sales-building helps it contains. 


At a cost of only four cents a month, 
you can (as hundreds of other dis- 
tributors are now doing) send MILL 
SUPPLIES to each one of your sales- 
men’s homes. There, in one or two 
evenings a month, they can absorb 
enough valuable information to re- 
pay you hundreds of times over for 
the small expense you have incurred 
in sending the magazine to them. 


| Send us today the names and ad- 
| dresses of the men who should re- 


ceive the Magazine. A bill will be 


sent you later. 


MILL SUPPLIES 


520 N. Michigan Ave., Chicago, Ill. 
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America’s Largest Manufacturer 

of canvas products offers you 

three well known Fabric Belts— 

Make them a part of your 1935 
Sales Campaign 


GENUINE 
e HETTRICK 
STITCHED CANVAS BELTING 
The Standard for Over 


Years 


e MALABAR 


For Heavy Duty Elevat- 
ing and Conveying 
eHETMACO 


A New Belt for Oily 
Conditions 


Pian now to in- 
crease your belting sales 
in 1935. Hettrick belts 
will do it. 





HETTRICK MFG. CO. 


Summit and Magnolia Sts. 
TOLEDO, OHIO 























READY! 


to produce orders 
for you 


NEW 
CATALOG 
SHEETS 
ter Has 18 Teeth. 


Count Them. on 


VINCENT - HUNTINGTON 
Grinding Wheel Dressers and 


Cutters 





Every Vincent Cut- 





Send for enough to insert in 
your salesmen's binders so that 
you can start profiting at once 
by the growing need of indus- 
trials for this widely known line. 
These sheets all ready for inser- 
tion in the binders. 


Be sure you have an adequate 
stock of Vincent-Huntington 
Dressers and Cutters to take 
care of the immediate require- 
ments of your territory. 


The 


VINCENT STEEL 
PROCESS CO. 
D 


2434 Bellevue Ave. 
ETROIT, MICH. 











NOVEMBER, 


1934 











SKF LINE FOR GRAND 

RAPIDS DISTRIBUTOR 
e THE MANUFACTURERS 

SUPPLY COMPANY, Grand 
Rapids, Michigan, is now distrib- 
uting the line of bearings and 
power transmission appliances 
manufactured by SKF Indus- 
tries, Incorporated. 


WHITMAN AND BARNES 
APPOINTS CHANNON 
e THE H. CHANNON COM- 
PANY, Chicago, is now dis- 
tributing the line of twist drills, 
reamers and cutters manufac- 
tured by Whitman and Barnes, 
Incorporated. 


Statement of the Ownership, Management, 
Circulation, Etc., Required by the Act 
of Congress of August 24, 1912, 
of Mill Supplies, published monthly at Chi- 
cago, Ill., for October 1, 1934. 
State of Tlinois, County of Cook, 8s. 

Before me, a Notary Public in and for the 
State and county aforesaid, personally ap- 
peared Albert E. Paxton, who, having been 
duly sworn according to law, deposes and says 
that he is the Editor of Mill Supplies, and 
that the following is, to the best of his knowl- 
edge and belief, a true statement of the own- 
ership, management (and if a daily paper, the 
circulation), etc., of the aforesaid publication 
for the date shown in the above caption, re- 
quired by the Act of August 24, 1912, em- 
bodied in section 411, Postal Laws and Regu- 
lations, printed on the reverse of this form, 
to wit: 

1. That the names and addresses of the pub- 
lisher, editor, managing editor, and business 
managers are Publisher, Electrical Trade Pub- 
lishing Co., 520 N. Michigan Ave., Chicago, 
Ill. ; editor, Albert E. Paxton, 520 N. Michi- 


gan Ave., Chicago, Ill.; managing editor, 
James A. Channon, 520 'N. Michigan Ave., 
Chicago, Ill. 


2. That the owner is: (If owned by a cor- 
poration, its name and address must be stated 
and also immediately thereunder the names 
and addresses of stockholders owning or hold- 
ing one per cent or more of total amount of 
stock. If not owned by a corporation, the 
names and addresses of the individual owners 
must be given. If owned by a firm, company, 
or other incorporated concern, its name and 
address, as well as those of each individual 


member, must be given.) Electrical Trade 
Publishing Co., 520 N. Michigan Ave., Chi- 
cago, Ill.; Edgar Kobak, Jackson Heights, 


Long Island, New York City ; Howard Ehrlich, 
520 N. Michigan Ave., Chicago, III. 

3. That the known bondholders, mortgagees, 
and other security holders owning or holding 
1 per cent or more of total amount of bonds, 
mortgages, or other securities are: (If there 
are none, so state.) None. 

4. That the two paragraphs next above, giv- 
ing the names of the owners, stockholders, 
and security holders, if any, contain not only 
the list of stockholders and security holders as 
they appear upon the ks of the company 
but also, in cases where the stockholder or 
security holder appears upon the books of the 
company as trustee or in any other fiduciary 
relation, the name of the person or corpora- 
tion for whom such trustee is acting, is given ; 
also that the said two paragraphs contain 
statements embracing affiant’s full knowledge 
and belief as to the circumstances and condi- 
tions under which stockholders and security 
holders who do not appear upon the,books of 
the company as trustees, hold stock and se- 
curities in a capacity other than that of a 
bona fide owner; and this affiant has no rea- 
son to believe that any other person, associa- 
tion, or corporation has any interest direct or 
indirect in the said stock, bonds, or other se- 
curities than as so stated by him. 

5. That the average number of copies of 
each issue of this publication sold or distrib- 
uted through the mails or otherwise, to paid 
subscribers during the six months preceding 
the date shown above is (This inforamtion is 
required from daily publications only.) 


A. E, PAXTON, 








Sworn to and subscribed before me this 27th | 


day of September, 1934. 
(Seal) Elsie E. Stover. 


(My commission expires Dec. 10, 1937.) 





THE SOURCE 
‘OF SUPPLY 


for safety equipment 


More and more Industrial Distributors and Job- 
bers are depending upon the Chicage Eye + rgd 
Company as THE BEST SOURCE OF SUPPLY 
for high quality, well Baa me profit conics 
industrial safety equipment. 


OH BOY !— 
THIS IS THE 





CESCO RESPIRATORS 


One widely sold item is Cesco’s new line of 
respirators. It's a standard. 5 kinds of filters— 
one of these 5 types will handle ony Job requiring 
a dust mask or respirator. Workmen tike the 
soft, pliant Cesco Respirator because of its great 
wearing comfort and proved efficiency. 


OTHER CESCO 
SAFETY EQUIPMENT 
Chipping and Welding Goggles— 
Goggles for every industrial use. 
Welding Helmets, Masks, C 
Glass — Sand Biast Masks and 
other respiratory safety devices 
—A most complete line of indus- 
trial head, eye and lung safety 
equipment—and at one reliable 
source. 


INDUSTRIAL DISTRIBUTORS 
Pa D JOBBERS 


Write today 1 catalog, disc 
Cesco’s olan of n jobber cooperation. 


CHICAGO EYE SHIELD COMPANY 
2329 Warren Blvd. CHICAGO, ILL. 

















You Are Judged by 
the Belting You Sell 





GENUINE BALATA 


IS A BELTING that builds up the dis- 
tributor's reputation for selling quality 
merchandise. 


It is a versatile belting, serving equally 
well for transmission, elevating and 
conveying service. And it helps to hold 
down belting expense for those cus- 
tomers who demand quality and price. 
VEELOS neither stretches nor shrinks— 
is water and steam proof—works as 
well in wet as in dry places—and 
always runs smooth and true. 


Send for samples and prices. 
Your trade will appreciate a 
convenient stock of VEELOS. 


MANHEIM MANUFACTURING 
& BELTING COMPANY 


MANHEIM, PA. 


Chicago Office New York Office 
7 earborn St 350 Broadway 
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WANTED— 


jobber representation 
for this staple item ina 
few territories still open 


Today, Key Graphite Paste still 
retains the position established 
sixteen years ago as the outstand- 
ing sealing compound for all 
screw thread and gasket joints on 
lines carrying steam, oil, acid, etc. 


The unequalled superiority of 
Key Graphite Paste over this long 
period of time has won for it a 
place on the approved lists of the 
various branches of the govern- 
ment as well as acceptance in prac- 
tically every industrial plant of 
consequence in the country. 

Key Graphite Paste is a staple—a 
product requiring no missionary 
work and carrying a nice margin of 


profit. It is handled by the outstand- 
ing jobber in each community. 


A few territories are open for repre- 
sentation through reputable jobbing 
houses. Write today for complete 
details. 


Key Boiler Equipment Co. 
2700 McCasland Ave., E. St. Louis, Ill. 





30 i anes ape 
90 


Index to Advertisers 








A 


| Advance Car Mover Co., 


Alemite Corporation 


| Allen Mfg. Company, The 


Aluminum Industries, Inc 
American Saw & Mfg. Company.. 
American Swiss File & Tool Co... 


| Appleton-Atlas Car Mover Corpo- 


ration 
Armstrong-Blum Mfg. Co 
Armstrong Bros. Tool Co 
Atkins and Company, E. C 


B 


Barnes Co., Inc., W. O 


| Belmont Packing & Rubber Co., 


The 
Bethlehem Steel Company 
Bond Foundry & Machine Co..... 
Borden Company, The 
Inside Front Cover 
Boston Woven Hose & Rubber Co. 


Bristol Company, The 
Brown & Sharpe Mfg. Co........ 71 


C 


Chain Belt Company 

Chicago Eye Shield Company.... 
Chicago Pulley & Shafting Co.... 
Chicago Rawhide Mfg. Co., The... 
Chisholm-Moore Hoist Corp 

Clark Bros. 


| Clements Mfg. Co 


Cleveland File Co., The 


| Cling-Surface Company 


Clipper Belt-Lacer Company 
Coffing Hoist Company 


D 


Dart Mfg. Co., E. 
Desmond-Stephan Mfg. Co., The.. 
Disston & Sons, Inc., Henry 
Dodge Mfg. Corp 

Donnelley & Sons Co., R. R 
Dumore Company, The 


F 
Factory Management and Mainte- 


Gilmer Co., L. H 
Goodyear Tire & Rubber Co 
Greenfield Tap and Die Corporation 


H 


Harris & Co., Arthur 

Heller Brothers Company 

Hettrick Mfg. C 
Hewitt Rubber Corporation....... : 


I 


Imperial Brass Manufacturing Co. 
ee Brush & Broom Mfg. 


| Jaeger Machine Co., The 


ee ee ee 

Johnson Bronze Company 

Jones Foundry & achine Co., 
W. A. 


Key Boiler Equipment Co......... 90 
Keystone Refractories Co 





L 
Lunkenheimer Co., The 


M 


McGill Manufacturing Co 
— Rubber Mfg. Division, 
T 


Manheim Manufacturing & Belting 
Company 

Maurey Manufacturing Corp 

Medart Company, The 

Milwaukee Brush Manufacturing 
Co., The 

Morse Twist Drill & Machine Com- 


— Twist Drill & Tool Com- 


O 
Osborn Manufacturing Company, 
The 2 
Oster-Williams 
Ottemiller Co., 


 g 
Penberthy Injector Company 


Porter, Inc., H. K 
Power Transmission Council 


Q 


Quincy Compressor Co 


R 


Republic Rubber Co., The 
Republic Steel Corporation 

Back Cover 
ides Todt Cos TRC i x ..cs cnseevedus 43 
Rockford Screw Products Co 
Roper Corp., Geo. D 


Ss 
Schieren Company, Chas. A 
Sherman Mfg. Co., H. B 
Simonds Saw and Steel Co 
Standard Pressed Steel Co 
Standard Tool Co., The 
Strand & Co., N. A 


Thermoid Rubber Co 
Toledo Pipe Threading Machine 
7 


Co., 


United States Electrical Tool Co., 
e Front Cover 

Upson Nut Division of Republic 
Oe INS ian csisiatorinnre Go oc 49 


Vv 


Victor Saw Works, Inc 
Vincent Steel Process Co., 
Vogt Machine Co., Henry 


WwW 
Williams & Co., J. H 
Winter Brothers Company, The... 85 
Wood’s Sons Co., T. B 


Wright Manufacturing Division of 
American Chain Co., Inc 


= 
Yale & Towne Mfg. Co., The 


MILL SUPPLIES 








